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HE WORK DONE by the National Associ- 
ation of Life Underwriters deserves the gratitude, 
and the support, of everyone engaged in the field 


of life insurance selling. 


Four hundred and twenty Union Central men 
and women are members of the National Asso- 
ciation of Life Underwriters. 


Forty-three of them are officers in local or state 
Associations. 


Fifteen are members of National Committees. 


Two hold National Office. 


We at The Union Central are proud of our represent- 
atives who have contributed to the growth of the National 


Association and the attainment of its aims. 
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Heed the handwriting on the wall! Your success can be gauged only in 
terms of continuous improvement: in meeting needs with the best plan for 
the job, in using new ideas that work, in staying alert to new developments. 


One sure way to keep abreast of the market is to be an active member of 
your Life Underwriters’ Association. By doing so you keep in touch with 
the leaders in your business—the men who are now fieldtesting the ideas 
you will use later. In your Association a friendly exchange of information 
supplements the work your Company is doing. 


The Kansas City Life agent is building for continued success. He maintains 
his Association membership. He has, and uses, policies specifically designed 
for the modern market, sales aids which really help the prospect buy, and a 
voluntary training program which keeps him posted on both fundamentals 
and new sales ideas. 
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A FOUNDATION FOR THE FUTURE 


The National Association of Life Underwriters, 
celebrating its 57th anniversary, may well review its 


year just passed with both pride and satisfaction. It 





has been a year marked by many notable services to 





the life insurance business, its field forces and to the 















= Nation. 


The N.A.L.U.’s support of the program to encourage 
veterans to keep National Service Life Insurance in 
force and its part in the anti-inflation campaign of the 
Life Insurance Companies in America are of national 
ia. portance and a potent factor in the country’s present 


and future welfare. 


Such worthwhile patriotic accomplishments have been 
achieved in an everyday unpretentious manner without 
the fanfare of appreciative applause. But they have 
not gone unnoticed. And a grateful Nation’s acknowl- 
edgment of these efforts now rests in an increased life 
insurance consciousness and an even fuller recognition 
, of the life insurance business as a necessary institution 


for a free and prosperous America. 


This situation is the foundation for future success of 


life insurance underwriters everywhere and is to the 





standing credit of such constructive cooperative organi- 





zations as the National Association of Life Underwriters. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A MUTUAL LIFE INSURANCE COMPANY 





HOME OFFICE.... ... + NEWARK, N. J. 
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to the 100 JEFFERSON STANDARD LEADERS 
who are attending the N.A.L.U. Meeting 
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(A SERIES OF ADVERTISEMENTS ILLUSTRATING HOW LIFE INSURANCE AGENTS SERVE THEIR COMMUNITY BY SELLING LIFE INSURANCE) 





How Do You Measure Success in a Man? 


Do you MEASURE success by the size of a man’s bank 
account? By the cost of his home? By the suit of 
clothes he is wearing? 

Or do you look for the pride his family has in him? 
What his friends think of him? 

An important measurement of success, often over- 
looked, is how the man has helped others...what 
he has done for his friends, and strangers too! 

Equitable Society representatives can see all 
around them the results of their work. Whether it’s 
a family’s support, a home cleared of a mortgage, 
a child’s education, a couple’s retirement, or the 
satisfaction and peace of mind achieved for some 





Hear how the Federal Bureau of 
Investigation tracks down criminals! 


Listen TO “THIS IS YOUR FBI” 
American Broadcasting Company 
EVERY FRIDAY NIGHT 























policyholder, Equitable Society representatives see 
the good effects of their efforts on the lives of their 
friends and policyholders. 

Yes ...selling life insurance is more than a way of 
making a living. It is a contribution to the com- 
munity in which the representative lives. And this 
is a “bonus” over and above the prestige that comes 
to Equitable Society field men as members of an 
honorable profession and as representatives of an 
institution like The Equitable Society. That is why 
Equitable Society representatives can be proud that 
by making it possible for more men to own life 
insurance...they serve America. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


THOMAS Il. PARKINSON, President - 393 Seventh Avenue, New York I, N.Y. 
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Big Cleveland Convention Under Way 


President Connell 
Opens “Biggest” 
Rally at Cleveland 


Nearly 3,000 on Hand 
at Auditorium for 
First General Session 


With strong indications that all pre- 
vious attendance records would be shat- 
tered, the 57th annual convention of the 
National Association of Life Under- 
writers began here today in Cleveland’s 
public auditorium, one of the buildings 
comprising the mall on the lake front. 
The big meeting hall was taxed to its 
capacity by the crowd that streamed into 
it. President Clancy D. Cornell, Provi- 
dent Mutual, New York, presided as 
chairman. The meeting started promptly 
at 9:15 after music by the Weatherhead 
Company band and the singing of the 
National Anthem. The invocation was 
pronounced by Dr. Frank H. Ferris, 
Ph.D., Minister Fairmont Presbyterian 
Church, Cleveland Heights. Donald E. 
Hanson, general agent Aetna Life and 
president of the Cleveland association, 
extended the N.A.L.U. group a warm 
and enthusiastic welcome to Cleveland, 
“Queen of Lake Erie.” President Con- 
nell introduced a number of special 
guests, and then delivered his presiden- 
tial message. Mr. Connell, who has 
been general agent of the Provident Mu- 
tual Life in New York for nearly 30 
years, is seasoned and experienced in 
N.A.L.U. affairs. He is familiar with 
all aspects of the organization, and is 
regarded by the rank and file of its mem- 
bers as capable, considerate and consci- 
entious. He has had an outstandingly 
successful administration. In his appear- 
ance Wednesday morning he was poised, 
confident and in complete command of 
the situation—a truly representative 
president of the National organization. 
At the conclusion of his talk, he received 
an enthusiastic ovation. 


Dave F&. Satterfield, executive director 
and general counsel of the Life Insurance 
Association of America, who by reason 
of his position has been in especially close 
touch with all the developments since the 
3.E.U.A. decision, speaking on “Danger 
Can Be a Great Teacher,” gave an 
arresting presentation of the necessity for 
action by the states in meeting the re- 
quirements of public law 15 and the 
danger of complacence and inaction. 


Charles A. Egenolf, district manager of 
Prudential at New Rochelle, N. Y., talked 
on National Service Life Insurance, social 
security, high taxes, business coverage, and 
better selection of agents, terming them 
five “avenues of opportunity.” He also com- 
mented on the better understanding between 
industrial and ordinary agents, expressing 
the hope that both groups would travel 
down the road together, appreciating the 
opportunity of being of service to their 
ellow men. 


How life insurance helps make possible 
the guarantees of the Declaration of Inde- 
pendence was discussed by Harry J. Syphus, 
Beneficial Life, Salt Lake City. Life insur- 
ance creates personal security which in turn 


— a strong nation, Mr. Syphus pointed 


Leads Cleveland Convention 


CLANCY D. CONNELL 
Provident Mutual Life, New York, President National Association of Life 
Underwriters 








Adopt Proposal for NS LI Action 


A definite proposal for action by the 
companies which it is believed should 
assist materially in getting veterans to 
retain their National Service Life In- 
surance is embodied in a_ resolution 
adopted by the board of trustees of the 
National Assn. of Life Underwriters. 
Many of the ideas previously advanced 
are felt by some to have failed to offer 
anything positive for the veteran. 

The resolution is the culmination of 
numerous efforts which have been made 
by companies and associations ,especially 
since hostilities ended, toward the end 
that the veteran be advised of his rights 
and the situation regarding his govern- 
ment insurance. It is further under- 
stood that the resolution was inspired, 
at least in part, by the upswing in inad- 


vertent “twisting” by well-meaning but 
otherwise negligent or misinformed life 
producers. Passed unanimously by the 
board, it states: 

“To the end that our companies may 
further implement their declarations in 
favor of the retention by veterans of 
their National Service Life Insurance, 
we urge: (1) That each add to its appli- 
cation form such question or questions 
as may be necessary to establish the 
fact that the veteran has been made 
acquainted with his rights, privileges 
and benefits under his NSLI, and (2) 
that each company add to its agent’s 
certificate a blank in which such agent 
will state that he has so informed the 
veteran.” 








The first session thus provided those 
who attended it with a variety of topics 
and speakers from several segments of 
the life business. 

The initial session indicated that the 
rest of the meeting is to be interesting 
and enthusiastic. Reservations were 
made at Cleveland for 3,000, but the 
officers of the Cleveland association han- 
dling the details of registration are con- 
fident that the 3,000 mark will be ex- 
ceeded and that all previous attendance 
records will be broken. The registration 


from the adjoining states of Michigan, 
Pennsylvania and Indiana is running 
particularly high. About 35 companies 
have sent delegations of home office offi- 
cials to preside at company dinners dur- 
ing the convention, and this has had the 
effect of swelling the attendance. 

The presence of the so-called career 
underwriter or “street agent” is much 
more noticeable this year than at previ- 
ous N.A.L.U. gatherings. All who have 


(Continued on page 14) 


National Council 
Deliberates 27 
Committee Reports 


Judd C. Benson's Social 
Security Resume Feature 
Of All Day Session 


Reports of 27 committee chairmen 
were submitted and discussed at an all 
day meeting of the national council on 
Tuesday. President Clancy D. Connell 
presided, and kept things moving at a 
brisk pace. ‘The sessions started and 
stopped on time. There was not so 
much discussion from the floor as in 
former years. Several reports were 
submitted by chairmen without com- 
ment. 


Judd Benson’s Report 

One of the most comprehensive and 
thought provoking reports submitted at 
the national council meeting was that 
of the federal law and legislative com- 
mittee with Judd C. Benson, Union 
Central, Cincinnati, as chairman. It was 
divided into three sections, Mr. Ben- 
son’s general report, his separate sub- 
committee report on social security and 
the pension trust report drawn up by 
C. Preston Dawson, New England 
Mutual, New York City. Mr. Dawson’s 
report was adopted unanimously. 

Interest centered in the social security 
report of which Mr. Benson read a 
resume. The national council members 
were in agreement with all phases of it 
except that section which listed as a 
disadvantage the possibility that an 
agent if placed under the provisions of 
the social security act might have to 
pay taxes. In Mr. Benson’s report it 
was expressed this way: “If the Treas- 
ury changes its position and holds the 
commission agent to be an “emplovee” 
for OASI tax purposes, it might fol- 
low that he would be held an emplovee 
for withholding and other income tax 
purposes. This might result in the loss 
of otherwise allowable deductions which 
such agent now claims as an indepen- 
dent contractor. Similar consequences 
might arise under State income tax 
laws.” 

In his conclusion and recommenda- 
tions he said: “We believe that each 
member, considering the foregoing and 
all of the facts in his particular case. 
should decide for himself in what course 
lies his and his dependents best inter- 
ests.” By vote it was decided to add to 
this substantially this language, “but 
we believe any member desiring to col- 
lect social security benefits should hold 
himself in readiness and declare him- 
self wiling to pay taxes.” 

The purpose of this change as advo- 
cated by several speakers was so that 
the life insurance business through its 
National Association would not be on 
record as showing reluctance to pav 
taxes if benefits were to be collected. 


Ask Forthright Statement 

A. C. Finkbiner, Northwestern Mu- 
tual, Philadelphia, was one of those 
who proposed that the report contain a 
forthright statement and that in par- 
ticular it should not be so worded as to 
indicate that life insurance men were 
seeking something for nothing. E. T. 
Proctor, Northwestern Mutual, Nash- 
ville, Tenn., endorsed the views ex- 
pressed by Mr. Finkbiner. Others 
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who spoke on this subject were: Nola 
Patterson, Reliance Life, Atlanta, Ga.; 
Charles Kuttler, National of Vermont, 
Davenport, Ia., and C. Vivian Anderson, 
Provident Mutual, Cincinnati. Mr. 
Anderson said, “Be careful how far you 
go with social security.” He pointed 
out that in Ohio there is an intangibles 
tax and that if a life insurance man in 
Qhio should qualify under the social 
security act and pay his back taxes 
then at 65 his renewal commission would 
exclude him from social security bene- 
fits because the renewals would be con- 
structed as income for services rendered. 

Mr. Benson called the attention of 
his audience to the printed report of 
the standing committee, asking all in 
the room who had the report to make 
some pencilled notations of some changes 
that had been decided upon. He said 
that on page 20, column 1 under the 
heading “Statement of Tax Policy under 
item B in the last sentence. the line 
reading “continuing consideration 
should be given to the exclusion from 
the gross estate of life insurance ear- 
marked for estate taxes” should be 
stricken. In the next column the sen- 
tence reading, “Life insurance or annu- 
ity proceeds payable under policies, 
acquired through purchase by _ bene- 
ficiaries entitled to the bounty of” the 
words “entitled to the bounty of” are 
to be removed and for them substituted 
“for an insurable interest in.” 

Connell Opens Session 

As usual, the members of the council 
were seated under their state banners 
while the officers, trustees, committee 
chairmen and members of the head- 
quarters staff were ranged at two tiered 
tables at the front. 

President Clancy Connell opened the 
session with his talk on “family affairs” 
in which he re-outlined the duties, func- 
tions and activities of all of the various 
factors in the National association official 
setup and offered some suggestions as to 
possible changes which might improve the 








Board of Trustees of N. A. L. U. hard at work Sunday. 
President Cornell, standing, is presiding. 








efficiency of operations. It is reviewed 
elsewhere in this issue. 
Barton Has No “Vested Interest” 


Vice President Philip B. Hobbs, report- 
ing primarily as chairman of the newly 
created committee on committees, praised 
the establishment of that committee as a 
forward step and recommended that it be 
continued. 

Treasurer Walter E. Barton in his re- 
port showed that the finances of the Na- 
tional association are in the best shape 
they ever have been, going into the 
various items in some detail. Even though 
he had been introduced by President 
Connell as having served as treasurer for 


six consecutive terms, he said that, to 
borrow a phrase from the report of Chair- 
man A. C. Duckett of the committee on 
zents’ compensation, he wanted to make 
it clear that he did not feel that he had 
any “vested interest” in that job. 

Jul B. Baumann limited his report as 
secretary to a motion that the application 
of 42 new associations for membership in 
the National association and eight for re- 
instatement be accepted, which motion 
was adopted. 

Rutherford Tells of Progress 

James E. Rutherford, executive vice 
president, took up the progress on several 
important matters which he had listed at 





the Omaha meeting as being in the mak. 
ing. He had stated at that time that g 
qualification law was a “must” and 
expressed his pleasure at the fact that i 
was possible at this convention to preseny 
a tentative draft of such a law, payj 
tribute in that connection to the work 
done by Edward J. Schmuck, attorney for 
the N. A. L. U., in the preparation of thig 
draft. 

To show Mr. Schmuck’s qualifications 
for this work, he reviewed some of the 
highlights of his career, stating that he 
had practiced law in New York for seyen 
years before entering the army. He be. 
came one of the top intelligence officers 
on the staff of Gen. George Patton in hig 
drive across France and Germany, com. 
ing out of the army with the rank of 
colonel and with the breast of his tunic 
covered with decorations and service rip. 
bons. Mr. Rutherford predicted that he 
would receive just as many honor awards 
for his civilian service on behalf of the 
association and the institution of life jp. 
surance. 


Group Definition Approved 

He reviewed briefly the modern group 
definition adopted by the National Asso. 
ciation of Insurance Commissioners, stat. 
ing that in its final form it is entirely 
acceptable to the National association and 
extending to all of the council members 
the recommendation he had made at the 
state officers’ dinner the previous eve- 
ning that if the insurance commissioners 
propose the adoption of this proposal or 
any part of it in the various states, it 
should be given the most cordial and 
active support by the state and local asso. 
ciations and their official representatives, 
He also reviewed the action taken by the 
National association looking toward giv- 
ing greater aid in the field of state legis. 
lation. 

He lauded the results obtained along 
the line of membership increases the past 
year and announced that the total as of 
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Legislation Big 
Topic at State 
Officers’ Dinner 


Wide Variety of Associa- 
tion Problems Reviewed 
by Lynn Broaddus 


Legislation, present and prospective, 
with especial emphasis on the proposed 
agents’ qualification 
law, savings bank 
life insurance and 
the group definitions 
held the spotlight at 
the state officers’ 
dinner Monday 
night. Lynn S. 
Broaddus, Guardian 
Life, Chicago, chair- 
man of the National 
Association commit- 
tee on state and 
regional associa- 
tions, presided. 
There were about 
150 in attendance. 

These dinners, started only a few years 
ago, have come to be ranked among the 
important events of convention week. 


Rutherford Stresses States’ Importance 


The discussion of legislation was open- 
ed up by James E. Rutherford, N. A. L. U. 
executive vice president, who emphasized 
the importance of the states in the na- 
tion’s governmental setup. He announced 
that a committee is to be set up with a 
member in each state who will be in a 
position to take up legislative matters 
affecting life insurance, along with the 
state representatives of the N. A. I. A. 
and A. L. C. 


Schmuck on Qualification Law 

Edward J. Schmuck, attorney for N. A. 
L. U., took up the draft of a suggested 
agents’ qualification law, which is re- 
viewed elsewhere in this issue. He empha- 
sized that it makes no provision for 
temporary license. He said such licenses 
open the door to some of the evils which 
efforts are being made to eliminate. He 
declared that the temporary license is 
the root of much ill-advised and con- 
ceivably unethical competition. 

The question was asked as to whether 
copies of this draft are to be presented to 
the insurance commissioners. He replied 
that they would, possibly after some fur- 
ther revision. He expressed the opinion 
that the contact with the commissioner 
should properly be made by the state 
association rather than the national or- 
ganization. 





L. S. Broaddus 


Bank Savings Life Insurance 


Edward R. Gettings of Albany told of 
the New York experience with bank sav- 
ings life insurance and what is being done 
about it. He said New York had been 
faced with the problem since 1922, al- 
though the law was not passed until 
1938. He said there is good reason to 
consider that it is a cover for what he 
called non-agent life insurance. There are 
influential people, he said, who think life 
insurance can be sold without agents, and 
this idea has reached into some high po- 
litical circles. 


“Forgotten Man” Stressed 

The stress that was laid on the “for- 
gotten man” formed the bases for the 
troduction of bank savings life insur- 
ance in New York. The banks didn’t want 
it but because of their mutual setup con- 


sidered it an obligation that they ought 
to assume. 


Picture Has Changed 


Since that time, however, the picture 
has changed. The banks are interested, 
not in social efforts or caring for the 
under-privileged, but in life insurance. 
Pia feel that it is our business,” Mr. 
ettings said, “and that the public accep- 
tance of life insurance is due to good 
Management, good supervision and good 


agents in the field, and we are not willing 
to permit a business foreign to this field 
to come in and enjoy the fruit of our 
efforts.” 


Favors Program of Education 

Mr. Gettings advocated a program of 
education for the benefit of legislators to 
show that life insurance is able to take 
care of this business itself. He admitted 
that it has missed the proper appraisal of 
public opinion in some cases in the past, 
and warned that life men must be care- 
ful not to miss it now. 

C. Vivian Anderson, Provident Mu- 
tual, Cincinnati, former N. A. L. U. pres- 
ident, commented that building and loan 
associations now are trying to get into 
that field. It was stated that this is rather 
a natural and logical development. 
Group Life Definition 

Mr. Rutherford, in reviewing the model 
group life definition and standard pro- 
visions adopted by the commissioners, 
copies of which were distributed, said 
that only a few states have had group 
definitions and some of these wholly 
inadequate. When a tentative draft was 
prepared by the commissioners’ commit- 
tee three changes were requested by the 
N. A. L. U. Two were adopted and the 
third resulted in a compromise. 

He asked those present to take the 
copies of the bill home and study it, con- 
sult their commissioners and if the bill 
is presented in their states, offer their 
support. 

He commented with approval on the 
fact that objectionable bills had been 
stopped in Ohio, Illinois and Massachu- 
setts. He said there is no desire to hamper 
the development of group insurance ex- 
cept when it tries to “cover the globe”. 
The test always should be: “Is it in the 
interest of the public?” 


State Code Revisions 

Insurance code revisions which are 
now under way in 24 states were re- 
viewed by Mr. Schmuck. While many of 
the changes are concerned with rate regu- 
lation, there are certain to be some pro- 
posals affecting life insurance and the 
status of agents. He urged that state 
officials keep careful watch of any such 
proposals. 

Methods of organizing for state legis- 
lative action were described by Oren D. 
Pritchard, president Indiana Association, 
and Spencer L. McCarty, executive sec- 
retary, New York State Association, and 
Joseph Charleville, executive secretary of 
Los Angeles Association, told of the 
Southern California legislators’ dinner 
there and the great advantages which the 
association feels have accrued from it. 
One point he mentioned is that the legis- 
lators are seated so that they have a life 
insurance man on each side of them, so 
that they are at least “exposed” to the 
life insurance idea in that way. 


Plans for state conferences the coming 
year were outlined by Donald F. Barnes, 
N. A. L. U. research director, who is now 
in charge of that program. There will be 
30 such conferences this year in 40 states 
and the District of Columbia, covering 
97% of the N. A. L. U. membership, as 
compared with 29 last year, covering 
93% of the membership. 

Some changes are being made in the 
setup. For one thing, the request that the 
series be completed earlier has been 
complied with and all of these confer- 
ences, even those on the Pacific Coast, 
will be over by Dec. 7 


Trustees to Visit New States 

A representation of the N. A. L. U. will 
attend each conference. There may not be 
as many trustees at each meeting, but the 
assignments have been arranged so that 
visiting officials will be ones who have 
not been there before. 

The spotlight will be placed on the 
local associations at at least one session, 
and all of the topics covered at this din- 
ner will be taken up at the dinner sessions 
of the various conferences. Hotel room 
and meals for one delegate from each 
local association will be provided. 


Plans for Increasing Membership 

Membership work in the way of in- 
creasing the membership of the present 
associations was discussed by Charles J. 
Currie of Atlanta, immediate past presi- 
dent of the Georgia association, and John 
C. Ballentine of Waukegan, a director of 
the Illinois association, pinch-hitting for 
Kenney E. Williamson of Peoria, presi- 
dent of that association, who was sched- 
uled to discuss that subject, but was 
unable to attend the Cleveland meeting. 
30th told of the excellent increases which 
have been made in their respective states 
the past year and how this result has 
been accomplished. 

Mr. Currie also made a stirring and 
often oratorical plea for a better appre- 
ciation of what membership in the local, 
state and National association means, 
pointing to what membership in their own 
organizations meags to other professional 
groups and the pitifully small amount that 
life men are paying in dues to their asso- 
ciations in comparison to other organi- 
zations of like caliber. His talk was cited 
with the highest approval by many of the 
speakers who followed him. 

As a sidelight Mr. Rutherford an- 
nounced that Mr. Currie has been pro- 
posed by the committee on committees, 
headed by Philip B. Hobbs, national vice 
president, as the new membership chair- 
man for 1946-7, 

Mr. Ballentine told of the success ob- 
tained by the use of the “area plan” in 
Illinois and the machinery that was used 
in putting it into operation. 

Mr. Rutherford said that there are two 





Aerial view of downtown Cleveland. Visible is the Terminal Tower (center). 
View looking northeast. 


Guiding Principles 
Statement Draft 
Submitted to Field 


Implemented by Proposed 
Model Life Agents’ 
Qualification Act 


Tentative drafts of a statement of 
guiding principles in agency manage- 
ment and a suggested qualification and 
license bill for life agents were discussed 
at the meeting of the national council 
Tuesday afternoon. 

Jul B. Baumann, Pacific Mutual Life, 
Houston, N.A.L.U. secretary and chair- 
man of the committee on agency prac- 
tices, said that for many years members 
all over the country have been anxious 
to have the N.A.L.U. prepare a model 
bill for agents’ qualification and licens- 
ing legislation. This tentative draft was 
prepared by Edward J. Schmuck, attor- 
ney for the N.A.L.U., at the request of 
various state associations. 

Mr. Baumann said there could be no 
national action on this matter, as quali- 
fication laws are matters to be deter- 
mined by the several states and what 
Mr. Schmuck has done in this bill was 
to compile what is believed to be the 
best in the statutes of various states, 
plus some new provisions requested by 
agents throughout the country. 

It is a companion proposal to the new 
statement of guiding principles in agency 
management. 

The qualification law implements those 
principles of the statement of guiding 
principles that are susceptible of legis- 
lative action. 

James E. Rutherford, executive vice- 
president of N.A.L.U., said the proposed 
law is now in the hands of the various 
state associations. 

“You asked for it,” he declared. “We 
have given you the stiffest proposal yet 
offered by any body in our business. If 
you meant what you have said you've 
got it now. The next move is up to you. 
It can no longer be said—if it ever could 
be said—that the National association has 
sidestepped its responsibilities in this 
matter. From now on any failure can- 
not be charged to the National associ- 
ation.” 


Action to Come From Field 

Regarding the agency practices agree- 
ment, or statement of guiding principles 
as it is termed, Mr. Baumann said he 
believed this should come from the field 
and not be promulgated by the National 
association on its own. Hence, he said 
che final action on the statement of guid- 
ing principles should not be delivered to 
the field agents until they have had their 
part in formulating it. 

To carry out their thoughts on this 
point the trustees Monday approved a 
four-point plan of action. They approved 
in principle a draft of a proposed state- 
ment of guiding principles. They au- 
thorized the presentation of the state- 
ment to local and state association presi- 
dents in the national council meeting, 
with the request that they take it home, 
see that it is fully discussed among their 
membership and that the reaction of the 
members is reported to the agency prac- 
tices committee. 


Up at State Conferences 


The trustees asked that the local asso- 
ciations inform their representatives 
who would be attending various state 
association conferences this fall as to 
the attitude of the local association 
members so that the subject may be 
fully discussed at all state conferences 
this fall, with the state reactions being 
reported to the National association 
committee. 

After having received the reactions of 
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Henry G. Wischmeyer George H. Plante 


THE WISCHMEYER & PLANTE 
GENERAL AGENCY 


La Lire INSURANCE COMPANY a 
or Boston, MassacnuserTs 


1816 KEITH BUILDING 


JAMES H. RUTHERFORD, Manager 
AND ASSOCIATES 


PHOENIX MUTUAL LIFE INSURANCE 
COMPANY 


2000 KEITH BUILDING 





ROBERT R. ONDERDONK 
MANAGER 


CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 
HARTFORD, CONN. 


Life—Accident—All Forms of Group 
An Estate Analysis Office in an Estate 
Analysis Company 











FREDERICK N. WINKLER, C.L.U. 
AND ASSOCIATES 


THE MUTUAL BENEFIT LIFE INS. CO. 


445 HANNA BUILDING 


101 Years in Cleveland 


SIDNEY B. ROSENBAUM, General Agent 
HARRY H. KAIL, Assistant General Agent 


CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


‘Completing in 1946—100 years of 
Safeguarding Family Futures’’ 





NEW YORK LIFE INSURANCE 
COMPANY 
Cleveland Branch Office 


R. A. WESSELMANN, Manager 
1600 Hanna Building 


Northern Ohio Branch Office 
MATT A. GROVE, Manager 
855 Union Commerce Building 











E. CLARE WEBER, C.L.U. 
AND ASSOCIATES 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


910 HANNA BUILDING 


LEWIS C. RICHARDS, JR. 
BRANCH MANAGER 


SUN LIFE ASSURANCE COMPANY 
OF CANADA 


Twenty-first Floor, N.B.C. Building 
Telephone CHerry 7877 


THE HERMAN MOSS AGENCY 


THE EQUITABLE LIFE ASSURANCE 
SOCIETY OF THE UNITED STATES 


900 Union Commerce Building 








RUSSELL P. THIERBACH, C.L.U. 
AND ASSOCIATES 


THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


925 .N.B.C. Building Telephone CHerry 5840 


EDWARD L. REILEY, C.L.U. 
GENERAL AGENT 


THE PENN MUTUAL LIFE INSURANCE 
COMPANY 


1330 HANNA BUILDING 


HADSELL STONE EASTON 
AND ASSOCIATES 


HOME LIFE INSURANCE COMPANY 
of NEW YORK 
N.B.C. BUILDING 
HOME OF PLANNED ESTATES 











THE E. W. SNYDER AGENCY 
Elmer W. Snyder _ Clarence E. Pejeau, C.L.U. 
General Agents 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
Organized 1851 
Ninth Floor, Hippodrome Building 














GEORGE A. PATTON 
MANAGER 


THE MUTUAL LIFE INSURANCE 
COMPANY OF NEW YORK 


1288 Union Commerce Building 
First in America—Our 2nd Century of Service 














LLOYD H. FEDER, Manager 
H. R. HOSTETTLER, Associate Manager 


OHIO DEPARTMENT 
RELIANCE LIFE INSURANCE CO. 
of PITTSBURGH 


8th Floor, Swetland Building 
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It is appropriate for the National Association of Life Underwriters to 
hold its Victory Convention in Cleveland in this first year after victory, 
for the spirit of progress so characteristic of our city is the same which 
exemplifies the postwar expansion program of the N.A.L.U. 

In the quarter century since Cleveland was host to the National 


Association in 1921 Cleveland has made phenomenal progress while 






the N.A.L.U. has increased its membership fourfold and has expanded 
its activities proportionately. Cleveland is celebrating its sesqui- 
centennial anniversary and its life underwriters are delighted indeed 
that our national body have elected to join us in that celebration at 
their fifty-seventh annual convention. 








LIONEL MARTELLE 
‘Manager 


Acacia Mutual Life Insurance Company 
Washington, D. C. 
802-4 B. F. KEITH BUILDING 


TRUMAN H. CUMMINGS & ASSOCIATES 


National Life Insurance Company 
Montpelier, Vermont 
1400 N.B.C. Building 
MAin 3700 


77 Years of Continuous 
Representation in Cleveland 





Its Name indicates its Character 


SETH A. BARDWELL & ASSOCIATES 
Agents 
THE LINCOLN NATIONAL LIFE INSURANCE CO. 
1010 Union Commerce Building 








ROBERT T. MOORE 
GENERAL AGENT 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


821 HANNA BUILDING 


G. B. Chapman 


G. B. CHAPMAN & CO. 
@ General Agents 


AETNA LIFE INSURANCE CO. 


D. E. Hanson 


Sixth Floor, Leader Building 





W. ALLEN BEAM C.L.U. AND ASSOCIATES 


STATE MUTUAL LIFE ASSURANCE 
CO. OF WORCESTER, MASS. 


722 LEADER BUILDING . 
102 Years of Life Insurance Service 


Inc. 1844 

















J. RAY DAVIS AGENCY 
J. RAY DAVIS, General Agent 


Provident Mutual Life Insurance Co. 
of Philadelphia 


1510 KEITH BUILDING 








WALTER H. BROWN 
Manager Ordinary Department 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


Home Office, Newark, N. J. 


1130 HANNA BUILDING 











drop in! 
The Cleveland Agency of Ohio's oldest life 
insurance company invites members of the 
NALU to stop in anytime during their Con- 
vention stay. 
James H. McCullough, Mgr. 
THE UNION CENTRAL LIFE 
INSURANCE CO. 
930 Keith Building 1621 Euclid Avenue 
Cleveland 15, Ohio 
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Social Security Report 
Cites Paradox; No 
Recommendation Seen 


Individual Agent Must 
Decide Own Case on 
Seeking Status 


A report of the sub-committee on social 
security of the committee on federal law 
and legislation made to the national council 
Tuesday discussed the advantages and dis- 
advantages to the agent were he to be 
covered under the OASI provisions of the 
social security act and concluded with the 
recommendation that, since nothing should 
be done to impair the status of the agent as 
an independent contractor, it is impossible 
to advise whether a member should file 
application to determine his OASI status. 
The report said that “the fact that each 
determination by the social security board 
will be dependent upon the facts in the 
specific case precludes a recommendation.” 

Each member of the association, the re- 
port continues, considering these facts in 
his particular case, should decide for him- 
self in what course lies his and his depend- 
ents best interests. Dependents of deceased 
agents should take counsel and determine 
for themselves whether to act before Dec. 
31, 1946. The report therefore recommended 
that the best interests of the association and 
its members will be served by: 

“Continuation by N.A.L.U. of its efforts 
to procure legislation amending the social 
security act to include all gainfully em- 
ployed persons within the old age and sur- 
vivors insurance provisions,” and by 

“Such dissemination of this report as will 
bring it to the attention of our members.” 

It was pointed out in the statement that 
the fulfillment of the first recommendation 


may be weakened if a substantial part of 
the members are included in covered em- 
ployment by reason of individual action. 
This may also reduce the effectiveness of 
the position the association may later deter- 
mine to take with respect to extension of 
the social security laws to disability and 
other benefits, the report concluded. 
Members of the sub-committee which 
submitted the report are: Judd C. Benson, 
general agent Union Central Life, Cincin- 
nati, chairman; William H. Andrews, Jr., 
Jefferson Standard Life, Greensboro, N. C.; 
Patrick A. Collins, Manager Metropolitan 
Life, New York City; Osborne Bethea, 
manager Penn Mutual, New York City; 
Philip B. Hobbs, general agent Equitable 
Society, Chicago, and Herbert L. Smith. 


Complete Report 

The report is as follows: 

“Your committee has been completely 
aware, as undoubtedly has been the great 
majority of our members, that the position 
of the commission agent with respect to the 
old age and survivors insurance provisions 
of the social security act has been the sub- 
ject of much discussion in recent months. 
Both the basic principles and the course of 
acton of this association concerning this 
matter were established through the deter- 
mination of the will of our members and 
the accumulated judgment of the officers, 
trustees, national council, committee on 
federal law and legislation, and this sub- 
committee. Through the periodic reports 
of this sub-committee our members have 
been kept apprized of the developments 
with regard to this problem and have been 
assured that the situation would continue 
to be watched and the course of action of 
the association would be charted accord- 
ingly. 

Reflects Current Situation 

“The full and complete report set out 
below is dictated by the current situation 
disclosed in the report and by the fact that 
the entire problem is complicated in both 


(Continued on page 49) 


Looking south in Arena of Public Auditorium, scene of N.A.L.U. general 


sessions, 








Cooperation With Attorneys Report 


A report issued by the committee on 
cooperation with  attorneys-at-law, 
George E. Lackey, chairman, stressed 
the value of the newly-formed National 
Conference Group. The report follows: 

The committee on cooperation with 
attorneys has continued to engender 
new interests of both life underwriters 
and attorneys throughout the United 
States. The committeemen working 
with your chairman have been alert to 
the opportunities and responsibilities 
which their membership entails, and the 
association is indebted to each of them 


for the fine things they have accom. 
plished. Activities arranged through 
members of the committee during the 
past year included joint meetings of at- 
torneys and life underwriters in various 
cities in California, Florida, Michigan, 
North Carolina, Ohio, Pennsylvania and 
Texas. Your committee chairman was 
privileged to address these joint meet- 
ings in four cities in North Carolina, in 
Tampa, Florida, in Toledo, Ohio, and 
in Monroe, Michigan. Several state. 


(Continued on page 43) 
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Let us tell you how we may help 
you in screening out the probable 
failure and selecting the man most 
qualified to fit the job. Our me- 
thod of progressive selection has 
been adequately validated by prac- 
tical psychologists, personnel spe- 
cialists and experienced business 
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Plan for Greater 
Field Representation 
Makes Progress 


No Amendment to By-Laws 
As Yet But Idea 
- Approved in Principle 


While the change in the by-laws 
urged by the Chicago association, which 
would have provided for equal repre- 
sentation of managers or general agents 
and personal producers in the slection 
of officers and trustees of the National 
association, was unable to make the 
grade this year and was not even men- 
tioned in the report of the committe on 
by-laws, it was revealed by Carlton W. 
Cox, Metropolitan Life, Paterson, N. J., 
national trustee, in his report as chair- 
man of the committee on functions and 
activities at the national council meet- 
ing Tuesday, that the idea was in prin- 
ciple, both by his committee and the 
board of trustees. 

Mr. Cox said there now is a general 
tendency to feel that the “street agents,” 
as they are designated by A. C. Duck- 
ett, Northwestern Mutual Life. Los 
Angeles, should have better represnta- 
tion on the National association official 
family, but the committee was not fully 
agreed that there should be a com- 
pulsory requirement for equality in 
representation of the two classes at this 
time. The committee did recommend that 
there be virtual equality on the nomin- 
ating committee and submitted such pro- 
posal to the trustees and the by-laws 
committee last Sunday. Under the 
plan proposed, the 15 men proposed for 
the nominating committee would include 
five managers or general agents, five 


Greetin gs 
to the 


field men and the five members of the 
nominating committe who had served 
the previous year. From this list would 
be chosen two managers, two field men 
and one from the old nominating com- 
mittee, probably the chairman, because 
of his greater familiarity with the men 
who have been considered for official 
posts. 


Name Nominators at Annually Rally 


Mr. Cox’s committee also hopes to 
effect a change under which the nomin- 
ating committe would be named at 
annual meeting instead of at the mid- 
year convention, which would allow it 
a year instead of six months to make up 
its slate and give a much better chance 
to prospect for candidates. 

Mr. Cox said that the functions and 
activities committee had been dubbed 
the “basket committee,” into which the 
board of trustees dumps many of the 
“hot potatoes” that it wants to get rid 
of. On a more serious basis. he said 
there were several objectives set up by 
the committees which have been attained 
this year, including the appointment of 
an attorney for the N.A.L.U. and the 
so-called Webster report, intended to 
improve the selection and functioning 
of committees. The first part of that 
was cared for by the creation of the 
new committee on committees and a 
further proposition for the streamlining 
and realignment of committes was sub- 
mitted to the trustees Sunday. The com- 
mittee also recommended the creation 
of an executive committee. to function 
between the meetings of the trustees, as 
suggested by President Clancy Connell 
in his address at the opening the council 
meeting. 

He said the committee on committees 
was placed under the chairmanship of 
the vice-president, which virtually means 
that the president-to-be is able to select 
his committees much earlier than he 
would if he waited until he is actually 
elected, and is able to get more and 
better advice as to the men to be selected. 





Mr. Cox said that the selection of com- 
mittee personnel is really a very import- 
ant matter and that active service on 
these committees provides the best 
training there is for activities higher up 
the scale. 


Speaks on Chicago Resolution 

In connection with the Chicago reso- 
lution, Mr. Cox asked H. Kennedy 
Nickell, Connecticut General Life, past 
president of the Chicago association, 
who has been leading the fight for the 
equal representation idea, to speak 
briefly in regard to it. Mr. Nickell 
emphasized that in the Chicago proposal 
there is no feeling against the managers. 
He said the idea had the full endorse- 
ment of the board of the Chicago asso- 
ciation, which for 20 years has con- 
tained equal representation of the two 
classes. The plan has been entirely 
satisfactory there, he said, in spite of 
some reports to the contrary. 

He mentioned that the proposal as 
it affects the National association is 
tied in very closely with the similar 
recommendation for local associations 
made John D. Moynahan, Metropolitan 
Life, Berwyn, IIl., in his report as chair- 
man of the committee on local associa- 
tion activities. 


Produced Good Will 


President Connell said that the dis- 
cussion of the Chicago resolution already 
had been productive of much good and 
would have still further good results. 

T. A. Lauer, Northwestern Mutual 
Life, Joliet, Ill., backed the Chicago pro- 
posal, stating that more street agents 
are needed in National association posts. 
He brought up another angle, stating 
that in addition to the price any man 
serving as trustee has to pay in time 
and energy, he also has to pay in good 
hard dollars. He believes that National 
association should pay the expenses of 
the trustees for travel and while on the 


(Continued on page 42) 


Women’s Quarter 
Million Group 


at All-Time High 


Membership in the 1946 Women’s 
Quarter Million Dollar Round Table of 
the National Assn. of Life Underwriters 
registered an all-time high with a mem- 
bership of 154, Eunice C. Bush, Mutual 
Life of New York, Baton Rouge, chair- 
man, announced at its dinner meeting 
Tuesday night. This compares with a 
total membership last year of 124. 


Included in this year’s membership are 
56 women who have qualified for the 
first time this year; 28 have qualified 
for two successive years; 37 are life 
members, and 24 are life and qualifying 
members. Eight are renewing and one 
is an honorary member. 


Representatives of 47 companies, lo- 
cated in 35 states, Canada, Hawaii and 
Alaska, are members of the 1946 Round 
Table and the total production of the 
group was in excess of $47,000,000, with 
an average production of $327,000. 


Mrs. Joseph Says Field Is Large 

There should be more women in the 
life insurance field selling to women, Mrs. 
Lillian L. Joseph, Home Life, New York 
City, told the round table. The idea of 
women at work has gained wide accep- 
tance, she said, and they are now in almost 
every field. 

Therefore, women agents should re- 
educate themselves to talk business to 
women in her own terms, Mrs. Joseph 
declared. She told of a survey which 
showed that most women must pay their 
own way at some time in their lives. 
According to the survey, 8% of all women 
never marry, and of the remainder, 62% 
are widowed. After remarriage and re- 


(Continued on page 42) 
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Connell Opens 
Biggest Convention 


(Continued from page 5) 


come to Cleveland have an enthusiasm 
and eagerness definitely above the aver- 
age and due unquestionably to the fact 
that the average life underwriter is show- 
ing a record about 50% better than that 
of last year. The conventioneers are “on 
high,” so to speak, and showing a lively 
interest in acquiring any additional ideas 
or sales plans that will give them an even 
better showing for 1946. There is a 
spirit or lack of it discernable at every 
big gathering of life insurance producers, 
and the spirit that is detectible in Cleve- 
land is certainly one of optimism, confi- 
dence and a conviction that there are 
great days ahead for the trained, quali- 
fied life underwriter. 

The machinery for carrying on the 
work of the N.A.L.U. has become com- 
plex. There are numerous but necessary 
committees that hold important meetings 
for two days prior to the actual conven- 
tion itself. At these gatherings, which 
began on Monday morning and contin- 


ued late both Monday and Tuesday 
nights, the preparatory work is done so 
that the big meeting itself will run along 
on a prearranged plan. Perhaps most of 
those attending the three-day general 
sessions Wednesday, Thursday and Fri- 
day are unaware of how much hard 
working committee chairman and mem- 
bers accomplish in the work that they do 
for the two days prior to the actual con- 
vention itself. Reports must be whipped 
into shape, unanimity of thought on the 
part of committee members must be 
reached, and it is probably not an exag- 
geration to say that there is more hard 
work done before the curtain goes up 
on the big meeting than when the con- 
vention is in progress. 

One of the obvious problems that will 
plague the association officials from this 
time on is the question of housing the 
convention in an auditorium or meeting 
hall large enough to accommodate the 
huge crowd that will be attracted to the 
N.A.L.U. meetings in the future. For 
instance, this year’s attendance is likely 
to run somewhere between 3,000 and 
3,500. There is almost no hotel in any 
part of the country that can provide a 
meeting room for a group of this size. 
This means that a city for the annual 
meeting place must be selected that has 
a public auditorium such as is being used 
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in Cleveland this year. Not only that, 
but in no city in the United States is 
there a hotel containing more than 3,000 
rooms, which means that those going to 
the N.A.L.U. meetings have to be quar- 
tered in several hotels. In Cleveland 
five hotels are filled to the brim with 
N.A.L.U. delegates. One official con- 
vention hotel with registration facilities 
is always designated, but those attending 
the meeting have to be split up between 
a number of different hotels, which is 
somewhat confusing. There may be no 
satisfactory solution of this, but in a 
certain sense the N.A.L.U. meeting has 
become almost unwieldy in size and this 
is something that will have to be studied 
carefully by future administrations. 

There are some who feel that the big 
National association meeting should be 
held later in the year, October instead 
of September. Those who were advo- 
cating this change, as they discussed 
things informally in the various hotel 
lobbies, contended that the weather is 
frequently rather warm in September, 
most life insurance men and their pros- 
pects have just returned from their vaca- 
tions, they have not had a chance to 
settle down into the routine work of the 
fall. An October meeting date would, 
for these reasons, be more generally 
satisfactory than September. It is rec- 
ognized that it might be more difficult 
to get hotel accommodations in October 
than September, but so far as the feel- 
ing of most of the members is concerned, 
it is evident that their preference is for 
the annual meeting being held in 
October. 


Mutual Life Has Big 
Group Here 


One of the largest company contingents 
to be sent to the Cleveland convention 
was that of the Mutual Life of New York, 
whose dinner at the Statler will be at- 
tended by 150. Alexander E. Patterson, 
executive vice president, is in general 
charge of the Mutual Life group and from 
the home office came E. Roger Hull, vice 
president in charge of agencies; Julian 
Myrick, 2nd vice president; Ben Williams. 
regional superintendent of agencies, central 
division; Stanton G. Hale, regional superin- 
tendent of agencies, eastern division and 
Ward Phelps, director of agencies. 





Columbus Mutual Get 
Together 


One of the Ohio companies that will have 
a dinner in Cleveland in the Statler Wednes- 
day night to be attended by 35 is the Colum- 
bus Mutual Life. The company sent from 
the home office James E. Preston, sales 
manager; Robert G. Smith, assistant sales 
manager and Don M. Tudhope, field service 
supervisor. 





Aetna Life Plans Dinner 


A reception and dinner at the Union Club 
will be given by the Aetna Life for about 
125 of the company’s agents Wednesday 
night. Vice President R. B. Coolidge will 
be in charge, assisted by Nick Denunzio, 
assistant superintendent of agencies and 
Curtis Lamb, manager direct mail depart- 
ment. 


HARD AT WORK—R. Wilfred 
Kelsey, director education division, In- 
stitute of Life Insurance, New York 


City. 


With pipe, James E. Rutherford 
N.A.L.U. executive vice-president; with. 
out pipe, Donald F. Barnes, research 
director, N.A.L.U. 





———._..., 
——_ 


Cooperation With 
Trust Report 


The committee on cooperation with 
trust officers, Paul H. Conway, chair. 
man, submitted a report supplemental 
to that given at the midyear meeting 
which was as significant for what it did 
not contain as for what it contained, 

“In the past we have mentioned on 
occasion that the report sometimes is as 
significant for what it does not contain 
as for its contents. Throughout this 
past year there have been the usual fairly 
extensive dealings by this committee 
with our own national headquarters, the 
headquarters of the A.B.A. trust division 
and its cooperating committee, with 
many of the twenty-eight active life in- 
surance and trust councils and with 
others scattered throughout the coun 
try. (An up-to-date list of the officers 
of these councils, with their addresses, 
may be obtained from national head- 
quarters.) A number of specific mat- 
ters which arose through the year were 
resolved by personal interviews or cor- 
respondence. Discussion of these in 
detail seems inappropriate, but it is im- 
portant to point out that much of the 
effectiveness of the work of this com- 
mittee in accomplishing mutually satis. 
factory solutions to various problems is 
the result of the personal contacts, in- 
tensive background information and 
experience which the committee mem- 
bers have accumulated over the years. 


“Our committee is particularly pleased 
to note the continuing improvement in 
cordial relationships between trust insti- 
tutions and trust executives generally 
throughout the country and life under- 
writers. Each year the area of mutual 
understanding and usefulness becomes 
greater; the area of misunderstanding is 
continually diminished. At this moment 
it may be said that in our opinion the 
area of differences on basic principles 
has ceased to exist. 

“Two matters, we feel, should be the 
subject of specific recommendation fot 
the attention of this committee for at 
least the coming year and perhaps 4 
longer time. We are keenly aware that 
in the last few years the members of 
this committee were limited in theif 
visits to life insurance and trust coum- 
cils, life underwriters’ associations, meet 
ings of the A.B.A. cooperating commit 
tee and others having an interest in the 
committee’s activity. It is, therefore 
proposed that next year’s program if 
clude schedules for those of our mem 
bers who can and will give time to the 
making of such visits. The beneficial 
results of such personal contact and 
personal attention to specific matters 
interest cannot be over-emphasized. 
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We take this opportunity to congratulate Clancy D. Connell: 


As president of the National Association of Life Underwriters, by reason 
of the successful conduct of his office during a difficult period of expansion 
and post-war development. 


As Jeneral Agent of this Company, by reason of his exceeding by wide 
margins the production and persistency quotas set by the Company for his 
agency during the year to date. 


As a leader of men, by reason of the high volume of business from junior 
agents secured by his agency this year. 


To this friendly and enthusiastic co-worker we extend a 
very sincere ‘‘well done!”’ 


PHILADELPHIA, 


PROVIDENT MUTUAL LIFE INSURANCE COMPANY of 


PROVIDENT MEANS “‘LOOKING AHEAD’”’ 


PA. 
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Agents’ Compensation 
Group Reports 


Vesting of renewals, persistancy fees, 
and retirement plans were all reported 
upon favorably in the report of the 
agents’ compensation committee. The 
report included the one made at the 
Omaha midyear meeting which was 
attached to give greater clarity. The 
committee report follows: 

This annual report is presented in two 
parts — first, the result of a survey 
among members of the committee with 
respect to vesting of renewals and re- 
lated matters and, second, a statement 
of the duties of an agent and proper 
compensation therefor, as presented at 
the midyear meeting in Omaha _ in 
March. 

It will be noted that the Omaha re- 
port, which is appended in order that 
our members may get the complete pic- 
ture, dealt with six important matters: 

1. The conditions of management un- 
der which the field man may produce 
his maximum efficiency. 

2. Duties required of the field man. 

3. A proper system of compensation 
during the ten year period. 


4. A system of compensation beyond 
the renewal period for service rendered 
to policyholders. 

5. A proper retirement plan. 

The matter of Social Security. 

As a result of discussion at the meet- 
ing of our committee in Omaha and of 
correspondence carried on since that 
time, it is apparent that the one matter 
upon which there seems to be the 
greatest divergence of opinion is that 
of vesting of renewals. 

Committee members differ in their 
opinions as to a definite formula for the 
vesting of renewals. Some feel that all 
renewals should vest upon the placing 
of the business. Many feel that the 
agent has earned a real economic value 
with which he should be vested even 
though he severs his conections with his 
parent company after having produced 
a required volume of quality business 
and after having served with the com- 
pany, as an example, for a period of 
five vears. 

It is evident, therefore, that there re- 
mains in the minds of the agency force, 





Packaged Plan — Packaged Premium — Packaged Profits 





SS 
a Life Package THAT WILL 


EVEN SELL BY TELEPHONE 


Nothing equals it —for clientele appeal and quick, easy “clos- 
ing"! This “Paymaster General" is such an unusual, full-benefit 


“Life Package" that it actually 


As its name denotes, it’s a reliable “paymaster," 


can be sold by telephone. 
for both 


the family and the insured. Packaged in a clean-cut, convinc- 
ing, but simple-to-understand form, it’s easy to present. 
Meets the family demands of a big percentage of prospects. 


Packages designed to fit every purpose or purse. Write for 


sample portfolio and see how 
your income, 


“package” selling can stimulate 


BENEFITS THIS “Paymaster” PACKAGE OFFERS 


his later years. 





For Policyholder 


A profit on his sav- 
ings plus a choice of 
income plans during 


And it’s only one of a series of unique Columbus Mutual | 


For Family 


A cash payment plus 
3 years of income, 
plus special Christ- 
mas checks. 


D. E. Ball, President 


|The COLUMBUS MUTUAL 
LIFE INSURANCE COMPANY 
Columbus 16, Ohio 


Ist Day 








in general, the unsolved question as to 
the proper limits to be imposed upon 
the vesting of renewals. 

In order to ascertain the 
the members of the committee, 
following questions were asked 
answers given in a recent survev: 

1. When do you feel renewals should 
vest? 

Answer: Me 
Ford Green, vawrence, Spangler, 
gart, Ward, White and Zimmer said, 
“After reasonable period’: Mrs. Pat- 
terson said, “at once’: Miss Rockwell 
and Messrs. Haiman, Jordan and Leigh- 
ton said, “After 5 years’; Messrs. Fenn 
and Moore said, “After 3 years’; and 
the following named the periods set 
after their names : Mr. Farley, ‘ 

Mr. Woods, «3.5 vears”’; Mr. Hardy, 
“5-10 vears”; and Mr. Haas, “After 15 
years.” 

2. What annual volume of paid busi- 
ness should be required for vesting? 

Answer: “Reasonable” was the replv 
given by Miss Rockwell and Messrs. 
Costello, Farley, Haas, Haiman, Hardy, 
Jordan, Lawrence, Leighton, Spangler, 
Taggart, Ward, White, Woods and 
Zimmer; the following amounts were 
named: Mrs. Patterson and Mr. Fenn, 
“$50,000 annually”; Mr. Moore, “$150- 
000”; and Mr. Green, “$150,000 to 
$200,000.” 

3. Do vou favor a persistency fee? 

Answer: The 21 members of the 
Committee who replied to the ques- 
tionnaire all said “ves.” 


opinions of 
the 
and 


Costello, 
Tag. 


3aumann, 


Favor Retirement Plans 

4. Do you favor retirement plans? 

Answer: All 21 who replied to 
questionnaire said “yes.” 

In answer to the question, “Do you 
approve the report?” (the foregoing 
plus the Omaha report), the following 
answered “Yes”: Miss Rockwell and 
Messrs. 3aumann, Costello. Farley, 
Fenn, Green, Haas, Haiman, Hardy, 
Jordan, Lawrence, Leighton, Moore, 
Spangler, Taggart, Ward, White, 
Woods, Zimmer and your chairman, a 
total of 20. The following approved in 
part: Mrs. Patterson and Mr. Ford. 


The Omaha Report 

Twenty-five vears ago the agent sell- 
ing ordinary life insurance could operate 
virtually out of his hip pocket, his rate 
book being his only required equipment. 
Today, the situation facing the life in- 
surance agent is entirely different, for 
in order to give the type of service the 
public has been educated by our home 
offices to expect, and to give the type 
of service which the sincere underwriter 
is anxious to render, it becomes neces- 
sarv that the agent have an extensive 
knowledge of laws pertaining to life 
insurance, to trusts, to federal estate 
and state inheritance taxes, to keyman 
insurance and purchase and sales agree- 
ments, and that he be in a position to 
give, in cooperation with his client’s 
counsel, intelligent advice in connection 
with his estate planning as related to 
his life insurance program. 

Considerable expense is involved in 
connection with the aid which we are 
asked to render, and for this aid we 
have not been paid in. the past after 
a policy has been in force over a ten- 
vear period. In other words. we are 
furnishing a costly service for which 
we are not being remunerated. 

It is indeed gratifying to note that 
many of our home offices have rec- 
ognized the problem and are now pay- 
ing either a percent or a certain number 
of cents per thousand on contracts over 
ten vears of age. 

Inasmuch as the compensation to be 
received by the agent requires a defini- 
tion of the duties to be performed by 
the field agent, it may be well for us 
to set forth the committee’s idea as 
to just what constitutes the agents’ 
work. 

Before outlining in detail our inter- 
pretation of the duties required of the 
agent, may we be allowed the freedom 
of expressing certain thoughts which 
have a direct bearing upon the ultimate 
success and efficiency of the field man? 

We are to assume in this connection 
that the agent has been _ properly 


the 


cer a ! 


and by his 
We are to 


selected by his company 
general agent or manager. 
assume, also, that the agent is to be 
given the proper instruction _ before 
meeting the public in order that he may 
be truly representative of the company 
for which he works and in order that 
he may be given a real opportunity to 
enjoy production which without proper 
education would not be forthcoming, 


Knock Mass Recruiting 


We are to assume, also, that the old 
practice of indoctrinating into the 
agency force a very large number of 
new men annually has been or will be 
eliminated. The old idea of bringing 
a large number of agents in the busgj- 
ness, sending them out without adequate 
education with the predetermined idea 
that upon failure their forfeited renew. 
als would come to the general agent, 
has been a practice in the past which 
has resulted in a low morale for the 
agency force and in criticism upon the 
public’s part. This just criticism upon 
the part of the public has greatly re. 
flected against the institution of life 
insurance itself and has _ particularly 
reflected against and injured to a very 
marked degree the career life under. 
writer. 

At this particular time, when men 
are coming out of the armed services, 
there may be a tendency upon the part 
of companies, their managers and 
general agents to recruit indiscriminately 
and amass a larger number of agents 
than it is possible for their business 
to absorb, and a group of agents who 
will not measure up to the high stand- 
ards expected of field men today. Your 
agents’ compensation committee is en- 
thusiastic in its demand that great care 
be given in the proper selection of the 
additional field force at a time when 
there will be a larger number of appli- 
cants than a need for their services. 

Assuming that our agent has been 
properly selected and properly educated, 
it should go without saving that he will 
be endowed with such characteristics 
as will make him loyal to his company, 
loyal to his general agent, proper in his 
attitude toward the commodity which 
he sells, proper in his attitude toward 
his customer and toward his available 
market. 

Realizing the value of cooperation, 
our agent will assume a proper relation 
toward his fellow life underwriters and 
to his local, state and National associa- 
tions. He will realize that only by giv- 
ing freely of his cooperative effort may 
he ever hope to enjoy the benefits which 
spring from his trade organizations. 

We come now, therefore, to the mat- 
er of the duties which are to be ex- 
pected from this agent by his company 
and by the head of his agency organi- 
zation. 


Agents Need Initiative 


Having been properly trained and 
schooled in the needs for life insurance 
protection, the agent will, primarily, be 
on the alert at all times to see situa- 
tions which require his services. His 
office will furnish him, among old 
policyholders and upon change of resi- 
dences, a limited number of prospects. 
He will of necessity have to depend 
upon his own initiative for the develop- 
ment of the major part of his supply. 
As he develops a clientele he will receive 
from his centers of influence more 
prospective leads than he will ever be 
able to follow properly. 

He will carefully watch his market, 
endeavoring to develop new _ business 
from the field, which at that particular 
time is in a financial position to pur- 
chase new insurance, and he will work, 
having always foremost in his mind 
his client’s needs rather than his need 
for a commission; the former being 
properly discharged, the latter becomes 
automatic. 

By so vividly pointing out the client's 
need and the client’s definite problem 
it will be unnecessary for the agent f0 
use pressure to close his sale. His sale 
will automatically be made at the time 
of the problem’s presentation and much 


(Continued on page 36) 
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ACACIA MUTUAL, 20 years ago, came to the conclusion that for the benefit of the policyholders there was only one 
answer to these questions. Consequently it REDUCED ITS PREMIUMS to the level of the stock companies and agreed, 
in addition, to RETURN TO ITS POLICYHOLDERS as real dividends any excess earnings and savings that could be effected. 


ACACIA MUTUAL’S AMAZING RECORD during these 20 years, shown by the following charts, tells its own story of 
growth and progress we believe to be unparalleled in life insurance annals—and what is more important, the policyholders 
have materially benefited not only by the REDUCED PREMIUM COST of their life insurance, but by the REAL DIVI- 
DENDS they have received. 








INSURANCE IN FORCE 


(AS PERCENTAGE OF 1926 FIGURES) 





ASSETS 


(AS PERCENTAGE OF 
APRIL 1, 1926 FIGURES) 








10 LARGEST 
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Not only has Acacia insurance in force grown at a phe- 


With Acacia Mutual’s low premiums, financial strength 
nomenal rate but the assets of the Company have grown 


and farsighted management, it is no wonder that the 





America public has patronized it so generously. 

Since April 1, 1926, 
Acacia Mutual’s insurance in force has more than 
tripled in amount—increasing at better than twice the 
average rate for the ten largest life insurance companies. 


even faster. 
Assets are the bonds, mortgage loans, policy loans, real 
estate and other property held by insurance companies 
as security behind the policy contracts. 

Since April 1, 1926, 
Acacia Mutual’s assets have grown three times as fast as 
the average for the ten largest life insurance companies. 
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VI. 
PAID TO POLICYHOLDERS 
AND BENEFICIARIES ‘ 
( AS PERCENTAGE OF 1926 FIGURES ) : 
* 
You will want to read Mr. Montgomery’s 77th 
Annual Report to the Company’s policyholders, a . : 
report that has attracted widespread interest. _ 
Write to the Acacia Mutual Life Insurance Com- 
pany, Washington 1, D.C., for a copy. 
Payments to policyholders and beneficiaries include sur- 
yhe- render values, dividends, death and disability benefits ; at 
ywn and proceeds of endowment policies at maturity. Acacia Mutual Home Office Building 
Since April 1, 1926. Facing Nation’s Capitol 
real Acacia has paid to policyholders and beneficiaries a 
nes total of $104,200,000 of which more than $15,000,000 


represented real dividend payments. 
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Tells How Life Insurance 
Guarantees a Guarantee 


Harry J. Syphus, general agent at Salt 
Lake City for Beneficial Life, in his address 
at the first general session said that life 
insurance does a great deal to help guar- 
antee the rights outlined in the Declara- 
tion of Independence. 

“Life insurance is 
an institution of de- 
mocracy and a most 
effective tool for per- 
petuating liberty,” he 
said. Agents bear the 
responsibility of 
wielding this tool.” 

When considering 
the rights guaranteed, 
it is important to 
consider the respon- 
sibilities entailed, the 
speaker emphasized. 

“Serious problems 
are inherent in the 
very business of living,” he declared. “Mate- 
rial things are essential to sustain life and 
obtaining these things and providing them 
for his offspring is man’s primary and 
fundamental problem. Adequate provision 
of these essential material things for as long 


H. J. Syphus 


as they might be needed constitutes a large 
measure of security. 

“Most men have no great difficulty in 
providing adequate current security but the 
problem lies in making adequate provision 
for the duration of the need. It can be done, 
but the terms of life are pretty hard. Man 
has only his energy and ability to trade for 
the necessities of life; for food, clothing 
and shelter. We call this his earning power, 
and because life is as it is this earning power 
is constantly exposed to destruction by death 
or disability. If both these destroyers are 
escaped, the passing years will finally bring 
an end to his earning power, but not to his 
needs.” 

Life insurance was evolved to protect a 
need for the duration of the need, Mr. 
Syphus declared. 

“Life insurance does not lift from man- 
kind the problems which life imposes, but it 
lifts from individuals the dread and fear and 
near hopelessness of the task of dealing with 
those problems. The terms of life insurance 
are easy,” he said. 

In order to appreciate life insurance more 
fully, Mr. Syphus asked his listeners to 
imagine a world without it. That would put 











A 
HEARTY WELCOME! 


The Midland Mutual Life extends greetings 
to all Underwriters attending the FIFTY- 
SEVENTH ANNUAL CONVENTION in 


Cleveland, September 9-13, 1946. 


The 
Midland Mutual Life Insurance Co. 


Columbus 16, Ohio 


Over $103,000,000 in force in Ohio 








everyone in the position of being uninsur- 
able, he said. .. 

Liberty also is enhanced by insurance, he 
pointed out. 

“The most bitter and costly of all wars 
between nations has just ended,” he de- 
clared, “but another war must be constantly 
waged against want, poverty and insecurity, 
Democracy is a way of life which aggran- 
dizes man as an individual. Democracy must 
fail if individual citizens fail to maintain 
dignity and integrity and to assume the re- 
sponsibility which rests upon each. 


Not a Government Job 

“It should be pretty clear that the provid- 
ing and building of individual security can 
hardly be ignored by men and at the same 
time be provided for them by their govern- 
ment. It is our challenge as life underwriters 
to keep men reminded of this fact and of 
their problems and to interpret life insur- 
ance to them in its full significance. Life 
underwriters can continue to make a great 
contribution to the preservation of liberty 
by achieving in our own business the highest 
degree of success of which we are capable.” 

“Tt seems to me that here is the perfect 
natural bridge which links inseparably the 
interests of the life underwriter with those 
of his clients and prospects,” Mr. Syphus 
said. “The foundation of security and happi- 
ness is the home. There is no home that will 
not be better off with life insurance than 
without it. No other financial plan can con- 
tribute to the average husband and father 
the same degree of security, of personal 
satisfaction and peace of mind per dollar 
invested. If a man’s home is his castle, then 
his business is his empire and life insurance 
has mahy practical applications to the prob- 
lems of safeguarding that empire.” 

Mr, Syphus maintained that the situation 
calls for a Continuation of the best efforts 
of evefy underwriter. “My single purpose 
in being here is to urge upon all old-timers 
in the business a re-dedication to our pur- 
poses and ideals and to reassure new men 
that a life underwriting career is worth a 
lifetime of devotion.” 

A life insurance career today offers op- 
portunity to make money and to gain per- 
sonal satisfaction by rendering valuable and 
much needed service, he declared. 

“The future of life insurance seems as- 
sured because it is so intimately linked with 
human nature, which is about the most con- 
stant and persistent thing in all nature. Life 
insurance will keep on because there is no 
effective substitute for it as a solution to 
many of the problems of living. The world 
today is uneasy and disturbed, but the more 
troubled the world, and the more complex 
living becomes, the greater is the need for 
life insurance and able men and women to 
interpret its usefulness to the public.” 

“Every underwriter can and should culti- 
vate good work habits,” he said. “The habit 
of working sufficiently and efficiently. The 
habit of making calls, of prospecting for 
needs, of going to a man who has a need for 
life insurance and presenting clearly and 
appealingly the specific manner in which life 
insurance can go to work for him. These 
habits can and should become so deeply in- 
grained that our lives become a pattern of 
service.” 


Rules For National 4 
Quality Award / 
Are Revised < 


Three changes in the 1947 qualifica. 
tion rules for the National Quality 
Award, recommended by the committe. 
on conservation, headed by Harolg 
Smyth, National Life of Vermont, Hart. 
ford, which already had been endorseq 
by the executive committee on the Life 
Insurance Management association, were 
approved by the national council. They 
are: 

1. Death claims will be excluded from 
terminations when figuring persistency 
but shall not be excluded from the paid 
business reported. 

2. The conversion of a term Policy 
during the first two years shall not be 
considered a termination. 


~c,, 


May Qualify in Two Companies 


3. The applicant must have been 
recognized as a full-time agent for the 
preceding two full calendar years, ang 
must be in good standing at the time 
of application. He must have paid 
business in each of the two years of 
not less than $150,000 on at least 15 
lives, although this volume might be 
paid for in more than one company jn 
which he is recorded as a full-time agent, 

This latter change was the one in 
which most of our members seemed 
interested and the revision will enable 
a full-time career agent who happens to 
change companies within the two year 
qualifying period to qualify for the 1947 
award. 

During the year the committee has 
received several requests and suggestions 
from agents in the field that some form. 
ula be devised for crediting group insw- 
ance, annuities, family income and health 
and accident insurance under the pro- 
duction requirements for the national 
quality award. The qualification rules 
now stipulate that the practice of the 
applicant’s company will govern as to 
the volume credit given for these and 
other types of insurance. The com- 
mittee recognizzes that where a com- 
pany’s practice now allows some volume 
credit for these types of insurance, it 
places an unfair advantage on the agents 
of those companies which do not allow 
such credit. In cooperation with the 
LIAMA committee it is endeavoring to 
work out some satisfactory solution to 
this problem. 

While the committee expressed grati- 
fication with the 3,376 who qualified in 
1946, compared with less than 1,300 last 
year, it depreciated the fact that less 
than 10 per cent of the membership filed 
application for the 1946 award. 
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Two District Encampments 


for Woodmen 


More than 1,000 Woodmen of the World members will attend 
the Societ'y’s semi-military Uniform Rank district encampments 
at Catnp Couchdale, Hot Springs, Ark., August 25-31, and 
Myrtle Beach, S. C., September 9 to 12. 


‘Tristruction in drill, guard mount, guard duty and parades will 
‘conclude with competition for prizes in field drill, floor work 
and individual competition. Athletic sports and other recrea- 
tion will complete the encampments’ activities. ; 


WOODMEN OF THE WORLD 


Life Insurance Society 


Omaha, Nebr. 








Uniform Rank 
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Benson Tells How 
Proceeds Taxation 
Has Been Modified 


The major accomplishment of the 
committee on federal law and legislation 
the past year, as 
reported by Chair- 
man Judd C. Ben- 
son, Union Central 
Life, Cincinnati, 
was the modifica- 
tion of the Treas- 
ury Departments 
attitude on  tax- 
ation of life insur- 
ance proceeds. _ 

The association 
has sought per- 
sistently to secure 
exemption from in- 
come tax of the 
entire proceeds of 
cies payable under 








Judd C. Bensen 
life insurance poli- 
an installment op- 
tion elected by the beneficiary in ac- 
cordance with the terms of the policy. 
This corrective action was desired to 


remove the apparent discrimination 
under the prior Treasury ruling that 
such installment payments would be 
exempt from income tax if the option 
has been selected by the insured but 
would not be exempt if the same option 
were elected by the beneficiary under a 
privilege contained in the policy. The 
well-known Pierce and Law cases held 
this distinction unsound. 


New Treasury Decision 

On May 16, 1946, the commissioner 
of internal revenue acquiesced in these 
decisions and issued treasury decision 
5515, which now provides: 

“Life Insurance—Amounts paid by 
reason of the death of the insured. The 
proceeds of life insurance policies, paid 
by reason of the death of an insured to 
his estate or to a beneficiary (individual, 
partnership, or corporation), directly or 
in trust, are excluded from the gross in- 
come of the beneficiary, except in the 
case of a transferee for valuable con- 
sideration. It is immaterial whether the 
proceeds are received in a single sum or 
otherwise. If, however, such proceeds 
are held by the insurer under an agree- 
ment to pay interest thereon, the interest 
payments must be included in 
income.” 


Intervenes in D. of C. Case 

While the association participates only 
rarely in active legislation, a decision 
by the U. S. circuit court of appeals in 
Kendelberger vs. Lincoln, et al., was 
deemed of such importance that 
N.A.L.U. and Life Association of 
America applied jointly for permission 
to intervene as amici curiae in support 
of a requested rehearing. 

The crux of the court’s findings to 
which exception was taken was the 
extension of the District of Columbia’s 
creditor exemption statute to nullify the 
usual policy provision that in the event 
of death of the named beneficiary before 
the insured the interest of the benefici- 
ary shall vest in or revert to the insured. 
No decision has been given as yet on 
the motion for rehearing. 


Tax Program Reiterated 


The committee reiterates the state- 
ment of tax policy previously an- 
nounced, including withdrawal of the 
federal government from the field of 
estate taxation in favor of the states, 
or at any rate a rectification of the 
Present discrimination against life insur- 
ance in the current estate tax test. 

_The price decontrol program, with its 
direct effect upon the availability of 
income for more than current needs; 
the national health insurance bill, with 
Its extensive implications; the amend- 
ments to the railroad retirement act, 
with their side-door extension of the 
social security benefits of a small pre- 


gross 


ferred group, are matters which have 
been watched and which have caused 
concern to the committee. 


Pension Trust Ruling 

The sub-committee on pension trust 
law and legislation, headed by C. Preston 
Dawson, New England Mutual, New 
York, in its report referred to a ruling 
by Deputy Commissioner Self, indicating 
that social security and unemployment 
taxes would be levied in some cases at 
least against withdrawal benefits. The 
ruling leaves much doubt as to its scope 
and the American Bar Association has 
suggested to the house ways and means 


committee, to clarify the situation, an 
additional new paragraph in the law 
which would exempt from social security 
and unemployment taxation withdrawal 
benefits paid under a qualified 165 (a) 
plan. 





Accident and Health Men Meet 


A number of N.A.L.U. members who 
also are interested in the writing of accident 
health insurance attended the luncheon on 
Tuesday of the Cleveland Association of 
Accident & Health Underwriters. Members 
of the executive board of that association, 


who were holding a meeting in Cleveland 
that day, were in attendance and talks were 
given by R. B. Smith, Great Northern Life, 
Oklahoma City, national president; R. J. 
Costigan, Business Men’s Assurance, Kan- 
sas City, immediate past president, and 
O. J. Breidenbaugh, executive secretary. 





W. B. Cornett, vice-president of Loyal 
Protective Life, came on to Cleveland 
from his company’s agency convention, 
which was held at the Edgewater Beach 
Hotel in Chicago last week, with about 
200 agents and nine or 10 office execu- 
tives in attendance. 












THOMAS B. MORRIS 


is the leading producer in paid 
business for the month of July 


The Ohio State Life is a 
leader in its home state of 
Ohio. For the first six 
months of 1946 the gain of 
insurance in force was73Q% 
greater than our gain for 
the first six months of 1945. 


ae. 


CLARIS ADAMS 


President 
* 
FRANK L. BARNES 


Vice President 
Director of Agencies 


M 0 


The MAN of the 


NTH 


When a fellow has a grand business, a fine Company 


to support it, and a swell feeling of the future, it’s just 


sort of foolish not to feel a little possessive. Since I’m 


going into my fifth year in the business, it’s a good 


time to take inventory and determine the things that 


contributed, not necessarily to any sales success, but 


rather to a genuinely good feeling about the business 


of being an insurance man. 


It seems the longer you're in, the easier it becomes. 


Being identified by more and more people, the by- 


product obviously is more and better results. 


However, all of your enthusiasm and contacts can 


mean little unless backed up by your associates and 


leaders of your own company. 


We, in the Ohio State 


Life, think of the organization as a ball team with 


every one picked and expected to play his position. 


We have a lot of fun playing this “ball game” because 


everyone from President Adams on down gives enthu- 


siastic support in order to have a winning team. 


Thomas B. Morris 





THE OHIO STATE LIFE 








COLUMBUS, OHIO 
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P L 15 Threat and Invitation; 
Let Danger Be Teacher 


opening session 
“Danger Can Be a 
Great Teacher,” 
Dave E. Satterfield, 
Jr., executive direc- 
tor and_ general 
counsel Life Insur- 
ance Assn. of 
America, stressed 
the urgent neces- 
sity for state legis- 
lation implement- 
ing public law 15, if 
state supervision of 
insurance is to be 
retained. 
He reviewed the 
D. E. Satterfield S. E. U : deci- 
sion, the circum- 
stances leading up to the adoption of 
PL 15 and the subsequent steps taken 
by the insurance commissioners and in- 
dustry groups. 


“The language employed by the Con- 
gress in public law 15,” Mr. Satterfield 
said, “constitutes a challenge to the 
states and to the business, placing 


Speaking at the 


Wednesday on 


squarely up to them the responsibility 
for preserving state regulation of insur- 
ance. Thus, within the life of that 
moratorium, every segment of the busi- 
ness of insurance in this country was 
given a task of enormous proportions. 
For the first time in the history of in- 
surance, it faced the threat of federal 
supervision (momentarily held in abey- 
ance) and control of its affairs. This 
menace was not disguised nor was it 
one of implication. Congress plainly 
said that the anti-trust laws would ap- 
ply when the moratorium had run its 
course on Jan. 1, 1948, so far as the 
business of insurance ‘is not regulated 
by state law.’ 
Invitation as Well as Threat 

“So much for the threat. Fortunately, 
its harshness was abated for the reason 
that the admonition bore unmistakably, 
signs of an invitation, the warmth of 
which vied with the stern and exacting 
edict of the Congress. An overwhelm- 
ing majority of its members ardently 
desired the continuance of state con- 
trol.” 
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From his experience while serving in 
the house, Mr. Satterfield concludes 
that Congress, in the formulation of 
this moratorium, was saying this: 

“The Supreme Court has decided that 
insurance is interstate commerce. Aside 
from whether or not the evolution of 
the business justifies this legal concep- 
tion, we, the legislative arm of the gov- 
ernment, are of the opinion that there is 
wisdom in vesting the states with the 
control of insurance; that the years 
elogently testify that this is true. We 
appreciate the fact that the rendition 
of this opinion develops a confusing 
situation fraught with complex prob- 
lems which can only be remedied by 
legislative action by the Congress and 
subsequent legislative action by the 
states. We recognize the chaos which 
will surely follow this decision, and so 
to relieve this distressing situation and 
to provide a way for the continuance of 
the control and supervision of the busi- 
ness of insurance by the states, we, the 
Congress, are writing into the law a 
breathing space, a moratorium to last 
until Jan. 1, 1948, and thus provide ap- 
proximately 24 months, a span of time 
sufficient in our judgment for a rear- 
rangement of the laws in the several 
states to the end that, on Jan. 1, 1948, 
the insurance companies of the United 
States will have accepted this invitation, 
and the states will continue in the role 
of monitors of their affairs.” 


All Industry Committee’s Work 

He told of the perplexities and doubts 
of the all industry committee in its 
early meetings, but said agreements 
have been reached which a year ago 
would have been considered impossible 
to achieve. He declared that the com- 
mittee will continue its labors. Sugges- 
tions for improvement in laws to be 
recommended by it for passage in the 
states will be carefully considered. He 
pointed out that 44 legislatures will hold 
sessions next year. 

“The industry has made up its mind,” 
Mr. Satterfield said. “When the issue 
was joined it knew that it would have 
either federal or state control, one or 
the other, or a much more difficult situa- 
tion—dual control. Thus is presented a 
chance to procure the continuation of a 
system under which this business has 
grown until its acceptance is nearly 
every household in America has won for 
it a distinction acknowledged every- 
where. We have until Jan. 1, 1948. and 
we must know that this, like the flitting 
shadow of opportunity upon the path 
before our very door, must be met and 
embraced. 


Berge’s Statement Cited 

“Wendell, Berge, assistant United 
States Attorney-General in charge of 
the anti-trust division, stated some time 
ago that his department had no program 
for federal regulation. He congratulated 
the insurance commissioners of the 
several states, and all branches of the 
industry upon their efforts to formulate 
proper legislation at the state level. 

“Whether a move is on foot on the 
part of some people to abolish state 
control of insurance and to supplant in 
its stead bureaucratic control, is beside 
the point. The fact remains that the 
effect of the Supreme Court decision 
will bring that to pass unless the states 
act. Such a departure, if we subscribe 
to it, is further proof of the fact that we 
are losing the habit of self-government. 
The great concentration of power in 
Washington, the passing on to the fed- 
eral government of the affairs of the 
states are the capstones of a so-called 
modern governmental mansonry. 


Swapped Devil for Witch 


“The genesis of this tendency in our 
country to transfer or relinquish state 
control of our local governments to 
Washington came, roughly, at the turn 
of the century. The results have not 
been so happy. .We have so often 
swapped the devil for the witch. For 
example, our simple virtues of thrift 
and frugality are left behind, and in 
their place we have the suggestion of 
the altogether simple process of making 


the future pay for the past. 

“The sum and total of what has hap. 
pened has brought the business of jp. 
surance to the crossroads. Can danger 
be a great teacher? As Americans, we 
have been so frequently confronted with 
dangerous situations that we have de. 
veloped an attitude laced with some. 
thing more than a tinge of fatalism. We 
have encountered and successfully coped 
with danger on so many occasions that 
the slender margins by which success 
has been attained have been forgotten, 

“Federal or state control, or both? 
That is the question! The known can 
guide us unerringly to decipher the up- 
known, but this critical juncture in the 
life of this business is no strange, un. 
chartered experience. It is another of 
those familiar and decisive situations, 
hanging now in the balance, later to 
terminate unwisely, if complacency pre. 
vails. This solemn undertaking can 
result in gain for the country, advan. 
tage for the business, and advance for 
the underwriters of life insurance.” 


Many Changes Since Last 
Cleveland Convention 


Not since 1921 has the National Asso- 
ciation of Life Underwriters held its an- 
nual meeting in Cleveland. A glance 
backward over the ensuing quarter cen- 
tury would bring back many changes to 
one who is enjoying the unique experience 
of having attended both conventions, 

It was beginning to be the style around 
the time of the 1921 meeting to use the 
so-called “case method” of presentation of 
selling methods and other production 
arguments. The National Underwriter 
special issue for that year’s meeting head- 
lined: Bold Experiment in Use of “Case 
Method” Tried Out in Program at Cleve- 
land Convention—Seek Standards to Fit 
Definite Conditions. 

The stock market had hit a bad air- 
pocket; loans on life policies were so 
numerous that for a time it was even 
necessary to declare a moratorium. For 
the first time the general public became 
firmly convinced that life insurance and 
annuities were the best possible personal 
investments. Such was the background 
of the 1921 meeting. 

Few personalities who were at Cleve- 
land in 1921 are attending the present 
meeting. Of the national officers elected 
at that meeting, only J. Stanley Edwards, 
then and now in Denver for Aetna Life, 
is still active in the business and a regular 
attendant at N. A. L. U. meetings. He 
was elected a trustee. : 

John L. Shuff, Union Central Life, 
Cincinnati, was elected president at that 
meeting to succeed Orville Thorp, Dallas, 
Kansas City Life. Both have been dead 
for many years. 

Florence E. Shaal, Equitable Society, 
Boston, was elected vice president. The 
only tirae a woman ever has held sucha 
post in the National Association. 

Attendance at the 1921 convention was 
close to the 1,400 mark. Postmaster Gen- 
eral Will H. Hays made a principal 
address in which he used the word 
“normalcy” and suggested that the under- 
writers could benefit from a type of 
association direction which furnished 
encouragement and planning and left the 
carrving-out of the duties to the members. 

This meeting was the first since the 
association had been incorporated undet 
the laws of the District of Columbia. 
Delegates and association officers were 
lauding ex-President Ernest J. Clark of 
Baltimore on his good work in bringing 
about that achievement. 

Speakers included the late Edward A. 
Woods, Pittsburgh; Franklin W. Ganse 
of Boston; Graham Wells of New York; 
Tohn A. Stevenson, now president of 
Penn Mutual; the late O. A. Eliason of 
St. Paul, later N. A. L. U. president, and 
Julian S. Myrick, then of Ives & Myrick, 
New York, managers of Mutual Life, and 
now vice president of that company. 


A. L. Kirkpatrick, manager of the in- 
surance department of the U. S. Cham- 
ber of Commerce, was on hand to 
represent that organization. 
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Esenolf Tells of Five 
“Avenues of 
Opportunity” 


Lists N.S.L.I., Social Security, 
Taxes, Business Coverage, 
and Agent Selection 


How to make the most of five “avenues 
of opportunity”—National Service Life In- 
surance, social security, new possibilities 
for business insurance, high taxes, and more 
careful and scientific selection of agents— 
was told by Charles 
A. Egenolf, district 
manager at New 
Rochelle, N. Y., for 
Prudential, in his 
talk at the first gen- 
eral session. 

Agents owe a duty 
to veterans and 
should be thoroughly 
familiar with N.S.L.1. 
and pension benefits 
and any other bene- 
fits that the veteran 
or his family may be 
entitled to. Frequent- 
ly it will be found is 
that a very nominal amount of additional 
protection will provide a well-rounded pro- 
gram. While sometimes this may constitute 
a labor of love as far as the agent is con- 
cerned it is a good will builder and its 
opportunities are manifold. It is not neces- 
sary to elaborate on the many contacts that 
can result from this work. 

The veteran who fails properly to co- 
ordinate his life insurance, social security 
and service benefits is likely to deprive his 
family of thousands of dollars of income 
they would otherwise receive, Mr. Egenolf 
said. 


Effect of Social Security 

Social security, since its introduction 
has likewise stimulated thinking regarding 
family and personal security and has greatly 
aided in selling expanded coverage,’ he 
said. “We must always keep in mind that 
the old age and survivorship benefits pro- 
vided by social security aim to provide only 
subsistence. It is our responsibility to the 
American people to demonstrate to them 
that to raise this standard and provide 
more, yes, and even to make it possible for 
them to enjoy the benefits of social security, 
they must reinforce their social security 
program with some voluntary plan for 
future security. 

“Many men with substantial incomes are 
inclined to minimize the value of their 
social security rights but when they do they 
disregard virtually the only tax-free in- 
come they can secure. Each $1,000 of social 
security income to a man or his family 
means $1,000 whereas on each $1,000 re- 
turn on any other investment or even earned 
income if in the 29% surtax bracket he 
would receive $710 or 71%, if in the 50% 
surtax bracket, he would receive $500 or 
50%. For example, if a man were in the 
50% tax bracket, to disregard the $85 per 
month he receives from social security, 
would be the same as disregarding the net, 
after tax, income secured from $40,000 of 
24%4% bonds. 

Must Fill Security Gap 

“Social security provides a certain in- 
come for the mother while she has young 
children in her care until they reach the 
age of 18 years. The social security program 
Provides an income which in most cases is 
equivalent to $12,000 to $15,000 in life insur- 
ance benefits during the growing years of 
the children. The far-sighted husband, if 
aware of this fact, looks to setting up a 
plan which will give the wife at least a fair 
chance at self-respect in the years after the 
children are through school, until she be- 
gins to receive her own social security bene- 
fits at age 65, 

“Where there is only one child or a vast 
difference in the ages of the last two chil- 


C. A. Egenolf 





dren, the mother’s social security income 
would stop abruptly at the death of the 
child. Realizing that, we must protect her 
interests by insurance on the life of the 
child. As an illustration, assumigg your 
wife’s social security income were $32.40 
while she has a child in her care, and you 
should be taken out of the picture, the child 
would be eligible to receive $21.60 per 
month, making a total of $54 per month 
until the child reaches age 18. If the child 
dies at age 4, the mother’s loss of income 
would be $5,433.20 and the child’s $3,628.00, 
representing a total loss of income of $9,072. 
Within the past five years, the purchase of 


life insurance on children has increased 
substantially. 


Has Four Choices 


“Unless there is a plan which picks up 
where social security stops, the widow will 
have one of the following choices to make: 
(1) she can try to find work of whatever 
kind is available at whatever pay she can 
get; (2) she can move in with relatives and 
spend her middle age and later years in an 
atmosphere of being tolerated; (3) she can 
look to semi-charity or public assistance 
organizations for a dole; (4) she can try to 
get along until one of the children marries 
or finds work and hope to live with or on 








the children until social security starts 
again at 65. No mother deserves such treat- 
ment and no good husband wants to see the 
mother of his children exposed to such a 
fate. 

“When the average individual reaches re- 
tirement age, will he be able to retire grace- 
fully and enjoy his social security old-age 
income or will he and his wife be compelled 
to sacrifice from $8,000 to $15,000 in social 
security payments? Suppose a man and his 
wife are entitled to $65 or $70 a month old- 
age income from social security. They can- 
not live on that. The husband must contrive 
to supplement that income by working and 
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yet, by doing so, he automatically disquali- 
fies himself for social security. If a law were 
passed to force men to pay over $750 a year 
to work after age 65, they would fight night 
and day for its repeal—yet this is the price 
a man will pay through his inability to 
apply for its benefits because he is not pre- 
pared to retire. 





May be Kept from Retiring 


“In many homes the wife is two, three, 
four or five years younger than the husband. 
In such cases, her part of social security 
will not start until two, three, four or five 
years after her husband’s, thereby eliminat- 
ing the possibility of the husband retiring 
until he is 67, 68, 69 or 70 unless provision 
is made through some other medium to pro- 
vide income during this period. 

“Then there is the possibility of retiring 
five or 10 years sooner. Here again social 
security provides the foundation, supple- 
mented by some other medium, to provide 
income between the selected retirement age 
and the time social security begins. Life 
insurance can be applied to meet all these 
contingencies.* 


“Now we come to Avenue No. 3, called 
‘New Possibilities for Business Insurance.’ 
On June 1, 1946 the Department of Com- 
merce reported that 695,000 new businesses 
were started during the last two years, 
while 295,000 established concerns discon- 
tinued. This results in a net increase of 
400,000 recently organized businesses, which 


brought the total number of concerns in the 
United States to 3,235,000 at the beginning 
of 1946. A distinct need is indicated for 
business insurance for such concerns. Look 
around you in your respective communities 
for these opportunities. 


High Taxes, Low Interest 


“Avenue No. 4 is created through ‘High 
Taxes and Low Interest Rates,’ which give 
no indication of change and have resulted 
in bringing about opportunities for the 
greater use of life insurance in the creating 
of estates and retirement programs. I don’t 
have to tell you, but for example even 10 
years ago it was possible to accumulate at 
4% or 5% and not give much consideration 
to the tax rate reaching 20% until you ar- 
rived at the $20,000 income level. But now 
it is possible to accumulate at only about 
24%% and to use only about 68% of income 
for family purposes if you earn $5,000. The 
rest goes to taxes. 

“In 1935 it required an accumulation of 
$24,000, at the then existent interest rate of 
5% to produce $100 of monthly income, re- 
quiring an annual saving of $691 at the then 
prevailing interest rate over a 20 year peri- 
od whereas now an accumulation of $48,000 
is required at 214% to produce the same 
$100 per month of income which in turn 
would require an annual saving of $1,833.21 
for twenty years at today’s 214% interest 
rate. The average individual is therefore 
faced with the problem of putting aside 
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more out of less net income. Only life insur- 
ance offers the solution to this problem. 

“Avenue of Opportunity No. 5 could be 
likened to one widened and improved 
through ‘More Careful and Scientific Selec- 
tion of Agency Force.’ It is gratifying to 
know that industrial companies are raising 
their standards through the adoption of 
scientific methods and consequently are 
placing more selective candidates. For ex- 
ample, of my own company’s new appointees, 
numbering over 2,500, during a 12 month 
period, 86% have a high school education 
or the equivalent and 77% of our new ap- 
pointees are veterans of World War II. 
Generally speaking, I would assume that 
the same would apply to all companies. 
This new process of selection and training 
will result in a better qualified average man, 
more capable of taking advantage of current 
day opportunities, thereby building up the 
prestige of all insurance men. 


Better Selection 

“With my 40 years of experience in the 
industrial branch of the business, I can 
speak with authority on the industrial man. 
He is receiving from his company more 
specialized training. He is being trained to 
detect needs and to write the policy to meet 
the need. He is today programming a siz- 
able proportion of his cases. Quite frequent- 
ly, and industrial policy is made part of 
a program. Industrial and intermediate 
(monthly premium) are sold in combina- 
tion, the industrial to provide the lump sum 
settlement as cleanup and the intermediate 
as short-term income. He realizes the value 
of visual sales aids, has readily adapted 
himself to the use of pre-call letters and the 
excellent visual sales material and synopsis 
outlines supplied by his respective company 
for industrial, intermediate and ordinary. 
He realizes he must school himself and 
train himself along these lines.” 

Mr. Egenolf concluded his talk with some 
impressive figures on service of the indus- 
trial agent, in the business, in life under- 
writers associations, in the C.L.U. move- 
ment and in his community. He said there 
is ample room for both the industrial and 
the ordinary agent and that the better 
understanding between the two groups is 
due to more careful selection of men, better 
training methods, and rubbing shoulders in 
life underwriters association. 





Bar-Insurance Conference 
Group Formally Endorsed 


The new National Conference group 
of life salesmen and attorneys, organized 
in July to bring about greater coopera- 
tion between the two professions, was 
formally endorsed by a resolution 
adopted at the National Council meet- 
ing, following a report on the plans of 
the new organization by George E. 
Lackey, Massachusetts Mutual, Detroit, 
chairman of the N.A.L.U. committee on 
cooperation with attorneys. A similar 
resolution already has been approved 
by the house of delegates of the Ameri- 
can Bar Association. 


Lackey Is Co-Chairman 

E. M. Otterbourge, New York 
attorney, and Mr. Lackey are co-chair- 
men of the Conference Group, with 
E. J. Schmuck, attorney on the N.A.L.U. 
headquarters staff, as secretary. The 
statement of principles of cooperation 
between attorneys and life underwriters, 
adopted in 1940 by the Am*érican Bar 
Association and the N.A.L.U., was 
accepted as a point of initial approach. 

Sub-committees were appointed to 
report at a meeting at Atlantic City, 
Oct. 27 on such subjects as a definition 
of pension, profit sharing and estate 
planning; ethical considerations to guide 
attorneys and life underwriters in their 
related interests in such planning pro- 
grams; and the possible creation of 
machinery to receive and consider both 
suggestions for improving cooperation 
between attorneys and underwriters and 


complaints concerning members of 
either group. 
Paul H. Conway, John Hancock, 


Syracuse, chairman committee on co- 
operation wtih trust officers, reported 
gratifying progress in that field. 









Reiley, Winkler 
Lauded for Work 


Many convention delegates and other, 
in attendance are offering their cop. 
gratulations to Edward L. Reiley, for, 
number of years Penn Mutual Cleveland 
general agent, and to F. N. Winkle 
Mutual Benefit, Cleveland, d 













and Co. 






chairman. 

With the conclusion of the conyep. 
tion Mr. Reiley will head east to Ney. 
ark, where at the home office of Mutug 
Benefit he will study procedures and 


























F. N. Winkler E. L. Reiley 








operations preparatory to joining that 
company as its Philadelphia general 
agent. 

With experience dating back to 1927, 
Mr. Reiley rose rapidly through numer. 
ous posts to become assistant superin- 
tendent at the Penn Mutual home office, 
He was named co-manager with J, H, 
Reese of the home office agency when 
John A. Stevenson, now president, gave 
up that agency. In 1941 he went to 
New York City to head a Penn Mutual 
agency there, and his Cleveland assign. 
ment followed two years later. A trustee 
of the Cleveland association, he has 
served as vice-president and president 
of the general agents and managers 
group in this city. 

In addition to congratulations result- 
ing from his N.A.L.U. activities this 
week, Mr. Winkler is celebrating 2) 
years with Mutual Benefit. He is presi- 
dent of the Assn. of General Agents 
of that company. 











‘Financial Report Shows Gains 


Treasurer W. E. Barton, Union Cen- 
tral, New York, in his report shows 
assets June 30 of $180,050, largest in 
N.A.L.U. history, and an increase of 
$20,260 for the year. 

In spite of increases in the head- 
quarters staff now numbering 20 mem- 
bers, and added expenses for other 
enlarged activities, surplus at the end 
of the fiscal year was $107,949 compared 
with $100,481 last year. This includes 
the $15,000 authorized to be taken from 
surplus to launch the new educational 
plan but still unused, as that plan is not 
yet in operation. 


Manhattan Life Well Represented 


Those from Manhattan Life attending 
the convention include: Vincent W. Ed 
mondson, agency vice-president; Her- 
mine R. Kuhn, home office field assist- 
ant; Elsie M. Matthews, general agent, 
Montclair, N. J.; Ruth M. Kelley of the 
Kelley-Baum general agency, Detroit; 
James G. Ranni, general agent in New 
York City; Grover C. Simpson, manager 
at Chicago, and Ray Warren, general 
agent, Cleveland. 

Miss Kuhn and Mr. Ranni are mem 
bers of the Million Dollar Round Table 








} 


Charles C. Thompson, former N.A.LU. 
president, who retired recently as mat 
ager of Metropolitan Life at Seattle 
after nearly a half century of active 
service, was back to mingle with his old 
friends, even though he is no longer @ 
the harness. It was the first meeting he 
has attended for four or five years. 
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Connell Reviews 


Official Setup 
of N. ALL. OU. 


Offers Some Suggestions 
For Changes to 
Improve Efficiency 


Some possible changes in the official 


u of the ; : . 
ite Underwriters, in the interest of 


ater efficiency, were suggested by 


gre : E 
ident Clancy D. Connell in_ his 
song the N.A.L.U. machinery 


he national council. . 
oe yor was the formation 
of an official executive committee of 
the trustees to act in the interim 
between meetings of the board. At 
present, when important issues arise 
between meetings, it is necessary to call 
a special meeting of the board or poll 
the individual members by mail. When 
the members are polled by mail it fol- 
lows that the individual members do not 
have the benefit of discussion of the 
pros and cons which is available at a 
full meeting of the board. Then, too, 
there has developed a tendency on the 
part of the board to refer certain mat- 
ters to the officers for final determina- 
tion after the preliminary views of the 
Board have been recorded. The develop- 
ment of this practice, Mr. Connell said, 
seems to emphasize the need for a true 
executive committee. 


Will Improve Committee Work 


Other changes discussed, were largely 
those being considered by the functions 
and activities committee, particularly as 
to the work of the various committees. 
He referred to the new plan for com- 
mittee meetings at the time of the 
convention and said that still further 
means must be taken to make appoint- 
ments to chairmanship or membership 
in National association committees far 
more than an empty honor. Means 
must be devised whereby the commit- 
tees are composed of men with a back- 
ground of experience in the field in 
which the committee works. New 
recruits must constantly be brought in 
through committee activities, but fur- 
ther steps must necessarily be taken 
whereby the members may have full 
opportunity to give expression to their 
views as well as means whereby the 
conclusions of the committee may result 
in positive action. 

As to the National Council itself, he 
recalled that he has served continuously 
as a member of that group since the 
Toronto convention, for the past five 
years as a trustee and officer of the 
N.A.L.U. He said its present size, with 
1,017 members, makes it difficult for it 
to function as a truly deliberative body. 


Not Likely To Be Overruled 

While it is not strictly a legislative 
body, in the usual sense of the term, 
as the trustees always have the final 
word, he said that when a position is 
taken by the council on issues of impor- 
tance, by a majority vote, “it would be 
a brave board of trustees, indeed, which 
would fly in the face of such expressed 
Opinions,” 

He held, however, that probably the 
most important function of the coun- 
cil is the selection of the nominees for 
officers and trustees. He urged that 
the prime consideration in the future 
€ to secure those candidates for offi- 
cers and trustees who, by reason of 
background of experience in the 
National, state and local associations are 
the best qualified to assume the execu- 
tive and judicial, and to some extent 
legislative, functions inherent in the 
duties of the trustees. “It is my deep 
Conviction that it is along this road 


National Association of 


that the national council may make its 
largest and most lasting contribution 
to the future welfare of the National 
association,” he said. 


Trustees Get Better Training 


He stressed the value in training the 
officers and trustees to handle their 
duties most effectively in the new sys- 
tem, under which the trustees are 
asked to give 10 days or two weeks to 
visit local associations and take part in 
State conferences. “In so doing,” he 
commented, “they have come to know 
personally the officers of many local 
associations and have learned first hand 
of the ways in which -the National 


association can most effectively cooper- 
ate with the local associations. 

“The result of the participation of 
our officers and trustees in these extra 
activities has been most fruitful in giv- 
ing each member of the board a vivid 
picture of local conditions in associa- 
tions other than his own. We hope and 
believe that the visits of trustees and 
the holding of state conferences have 
been of great benefit to the local and 
state associations visited, but I venture 
to suggest that the board of trustees, 
individually and collectively, have prof- 
ited more from the experience than have 
the local and state associations them- 
selves. It is of the utmost importance 


to the whole future of the National as- 
sociation that the 17 individuals who 
constitute the board of trustees shall 
think nationally and not provincially. 


Presidential Visits Reduced 

“There may have been a time when 
trusteeship in the National association 
was regarded as a high and pleasant 
honor to which little work was attached 
other than attendance upon the three 
prescribed meetings of the board. If 
that were ever true, our present offi- 
cers and trustees will readily certify 
that such an impression has departed 
into the limbo of the forgotten past.” 

He expressed gratification at the 

















QUAL in degree to the careful screening Continental 


American carries on in the selection of new Field 





Representatives, is the emphasis we place on 


thorough training, 


We must have Representatives who can meet and 
sell the preferred class of buyers—the ones who buy the 


larger amounts. We therefore have developed a practi- 


cally organized training program that assures the new 
man with well rounded competence, every chance of 
success. When he goes out to sell he is equipped to sell! 


One important reason why this program works, is 
that during the training period, the new Field Repre- 
sentative is compensated under a sound salary plan. 


All of this shows why Continental American’s field 
men are outstandingly successful, 


CONTINENTAL AMERICAN 
LIFE INSURANCE COMPANY 


Wilmington, Delaware 


A. A. Rydgren 
President 





Max S. Bell 
Vice-President 
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A” COMPLETE LIFE INSURANCE 
DEPARTMENT AT YOUR DISPOSAL 


LIFE—SUBSTANDARD—WHOLESALE—GROUP 
ACCIDENT AND SICKNESS —HOSPITALIZATION 
GROUP PENSIONS—PENSION TRUSTS 


—TRY US— 


FRED S. JAMES & CO. 


Established 1872 
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ONE LASALLE STREET BUILDING 


An Address of National Prestige 


Rates and Floor Plans on Request 





L. J. SHERIDAN & CO., Agents 
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GENERAL AGENT 
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One La Salle Street, Chicago 





Se PDPa» ee. | = 








[T 





CISCO 
POLIS 
TTLE 




































Ist Day 





NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 11, 1946 








Street Building 


CENTER OF CHICAGO 


ONE LASALLE STREET BUILDING 
is the one established Life Insurance Center 
of Chicago. Twenty-seven of the foremost life 
insurance firms and agencies maintain offices 


in this architecturally impressive and centrally 


located building at La Salle and Madison Streets. 


The General Agents and Managers with offices 
at One La Salle Street whose names appear here 
have unequalled facilities for handling all life 
insurance business. Brokers will find prompt 
and unusual service on brokerage business at 
these offices. Men who desire to become Life 
Underwriters and connect with well established 
organizations that will give helpful aid will find 
exceptional opportunities available to them in 


the life insurance organizations located in the 


One La Salle Building. 


The most progressive and modern producing 
organizations, offering the finest service on life 
insurance to be found anywhere in the country, 
maintain offices in the One La Salle Building, 


the life insurance center of Chicago. 


Agencies Located In 











The Hughes Agency is a progressivé, aggressive organization, with 
a staff well equipped to handle those cases in Chicago which you’ve 
often thought you would write, but probably never will unless you 
get someone here to work with you on them. 


Underwriters here say we’re a good outfit to live with and many 
out-of-towners say we’re a good gang to work with .. . so let’s get 
together on those people who used to live where you live and now 
live where we live. We're sure we can work out an arrangement 
profitable to all of us! 


E. W. HUGHES, General Agent 
GEORGE HUTH, Associate General Agent 


Massachusetts Mutual Life Insurance Co. 


One North La Salle St. Chicago RANdolph 0060 

















THE HUNKEN AGENCY 
HENRY C. HUNKEN 


GENERAL AGENT 


THE CONNECTICUT MUTUAL LIFE 


INSURANCE COMPANY 
Telephone: CENtral 5700 


One North La Salle Street Chicago 




















FREEMAN J. WOOD 


GENERAL AGENT 


LINCOLN NATIONAL LIFE INSURANCE CO. 


ONE NORTH 


18th FLOOR LA SALLE ST 


Telephone: Central 1393 





AN AGENCY WELL EQUIPPED TO 
HANDLE BROKERAGE BUSINESS 

















STUMES & LOEB 


GENERAL AGENTS 


The Penn Mutual Life Insurance Co. 
Suite 1525 


ONE LA SALLE STREET BUILDING, CHICAGO, ILL. 
Telephone: Randolph 0560 


An Agency Especially Equipped to Educate 
and Develop Steady Producers 
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limitation on the number of associations 
which the president is expected to visit 
and said this has enabled him to hold 
many individual conferences and attend 
many important’ committee meetings 
which would not have been possible 
under the old plan. 

He feels that the public addresses of 
the president, while they may prove in 
many local associations to be a rallying 
point for a large meeting, are not one 
of the most effective means of promot- 
ing the best interests of the National 
association. This is particularly true of 
addresses at sales congresses, as condi- 
tions then are such that it is virtually 
impossible for him to meet the directors 
of the local association or have a satis- 
factory conference with the president 
and other officers. 

He spoke of the custom of advancing 
the National secretary on up the dine, 
and said that while in special circum- 
stances there might be disadvantages in 
electing a man to the office of secretary, 
which has come to appear tantamount 
to his election as president two years 
later, he believes that any disadvantages 
are greatly outweighed by the advan- 
tages in a two-year period of training for 
the presidency. 

President Connell also spoke at the 
first general convention session Wed- 


nesday, reviewing the activities of the 
association the past year and the work 
of the various committees. He stressed 
the aid to the war effort of local and 
National associations and the formation 
of the new veterans affairs division, 
headed by Donald F. Barnes and with 
Col. John D. Marsh, Lincoln National, 
Washington, D. C., as chairman of the 
committee in charge. Under their direc- 
tion 400 local sessions, with an attend- 
ance of more than 42,000, have been held 
to assist in getting veterans to retain 
their N.S.L.I. 


Mass Recruiting Problem 

President Connell said that by the 
end of the war, public appreciation of 
the value of life insurance and of the 
services of life insurance agents prob- 
ably had reached a higher point than at 
any time in the long history of the busi- 
ness. While it suffered from the absence 
of many thousands of capable and loyal 
career men who entered service, it also 
benefited from the departure of many 
unfit agents who should never have been 
allowed to enter the business. Because 
of the scarcity of manpower, a relatively 
small number of men and women were 
recruited during the period. In short, 
the end of the war found life insurance 
with an agency force composed of as 





4“ 
a | only OnE MAH UOWeee 


a very young man... just five years old. Taking 
Daddy’s place is a pretty big job, but he will do it 
in the years to come. For through Life Insurance, 
' John preserved for us our heritage of Liberty, 
thatis America. His faith is our faith. His strength, 


our strength. 


Just a few pews away sits Bill Brown, the man 





who wrote our Insurance. He knows how near 
we came to losing this heritage. The times when 
the load seemed almost too much for us to carry. 
Those were the times he counseled us, encour- 
aged us, worked with us. Yes, our fight has been 


his fight too. We have no finer friend.” 


Thus, another medal is bestowed on Bill Brown. 





THE FARMERS & BANKERS LIFE 
WICHITA, KANSAS 


RADIO STATION KFBI 


M. K. LINDSLEY, PRES. 


£. 8. JACOBSHAGEN, VICE PRES., SEC’Y 


INSURANCE COMPANY 


1070 KILOCYCLES 


J. H. STEWART, JR, VITE PRES., TREAD 





able and as loyal a group of men and 
women as ever represented it. 

When the war ended, with manpower 
restrictions lifted and with multiplied 
thousands of men and women returning 
from the armed services, the question 
arose as to whether or not the business 
was to engage in a campaign of mass 
and indiscriminate recruiting. The prob- 
lem of securing better selection and of 
providing more adequate training and 
supervision for new inductees was 
clearly recognized as the joint respon- 
sibility of home office management and 
field management, and President Connell 
expressed the belief that that responsib- 
ility has been fully met. 


Membership 
Honors To 
Texas, Richmond 


Top honors for membership increases 
among local associations the past year 
went to Richmond, Va., which has been 
awarded the Charles Jerome Edwards 
trophy. Others in the first 10 were 
Atlanta, New York, Indianapolis, 
Savannah, Ga.; Waterloo, Ia.; Spring- 
field, Ill.; San Antonio, Chicago and 
Licking County (Newark, O.) 


The Philadelphia Award for state 
associations goes to Texas, which is 
followed by Pennsylvania, Georgia, 


Ohio and Illinois, in that order. Each 
of these awards is based one-half on 
percentage of increase and one-half on 
numerical increase. 


Year’s Gain Greatest Ever 

W. S. Leighton, New York Life, 
Minneapolis, membership committee 
chairman, reported that the membership 
stood at 45,241 at the end of June, a 
gain of 8,213 over last June and the 
greatest gain in any one year of assn. 
history. On June 30, 1943, the mem- 
bership was 29,274; at the end of June, 
1944, it was 32,413; last June it was 
37,028. These figures were brought up 
to date at the national council meeting, 
showing a present membership of 46,000. 

An important factor in this increase 
in numerical strength has been the 
creation of additional local associations. 
In June, 1943, there were 370; the num- 
ber went up to 389 in 1944; to 422 in 
1945; and up to 451 at the end of June 
this year, since increased to 452. There 
are now 41 state associations. 


State and Local Leaders 

Forty-six states and 326 local associ- 
ations showed increases, and 20 other 
local associations were even with last 
June. The 10 leading states are: New 
York (4,313), Pennsylvania (4,261), Illi- 
nois (3,313), Ohio (2,805), California 
(2,657), Texas (2,496), Indiana (1,746), 
Massachusetts (1,507), Michigan (1,380), 
and Georgia (1,229). The 10 largest local 
associations are: New York (2,161), Chi- 
cago (2,085), Pittsburgh (1,143), Los 
Angeles (941), Boston (928), Phila- 
delphia (809), Cleveland (785), Indian- 
— (702), Detroit (594), and Atlanta 
(508). 


New Manhattan College Plan 


From Manhattan Life producers at- 
tending the convention come enthusi- 
astic words about the fine reception 
given the company’s newest policy, the 
college education and endowment annu- 
ity. There has been a gratifying response 
to the announcement of the new plan, 
and the home office underwriters have 
already written quite a few. 

Basically the policy provides funds 
for college education, retirement income 
for later years and _ intervening 
protection. 








Joseph Charleville of Los Angeles, 
probably the dean of executive secre- 
taries of local associations, made an 
early start and visited several eastern 
cities before returning to Cleveland for 
the N.A.L.U. meeting. 





—— 


Wandling Withdraws 
Name As Trustee 
Candidate 





—— a, 


Lee Wandling, manager of Equitable 
Society at Milwaukee, recently trans, 
ferred to that city 
from Omaha, whoge 
friends in thoge 
cities and elsewhere 
through the coup. 
try have been cop. 
ducting an active 
campaign | for his 
nomination aga 
trustee of the N. A 
L. U., has announe. 
ed that he will not 
allow his name to 
be presented for 
that post. 

Mr. Wandling 
feels that no man 
should accept a trusteeship in the Ng. 
tional association who is not able and 
willing to give to the duties of the post 
the full time and effort that it demands 
and in view of the fact that he has quite 
recently taken over his new work ip 
Milwaukee and the extra demands which 
it makes on him, he would not be able to 
give the time to the work which he thinks 
that anyone selected as a trustee should 
be prepared to give. 





Lee Wandling 


Ralph W. Hoyer, John Hancock 
manager at Columbus, O., former 
N.A.L.U. trustee, was accompanied to 
Cleveland by his bride, the former 
Evalyn Rupe, who had been the office 
manager of his agency for a number of 
years. 
































No personal insurance pro- 
[gram is complete !without 


DISABILITY COVERAGE 


Your policyholders" are good pros- 
pects. Complete their personal insur- 
ance programs by pointing out to 
them the importance of adding bene- 
fits for time lost because of sickness 
or accident. You'll find them keenly 
aware of their need for cash indem- 
nity in case of temporary or perma- 
nent disability. Any of our offices 
> all principal cities of the United 
tates, Canada, Alaska and Hawaii) 
will show policies which pay from one 
day to a lifetime, issued by the 
largest exclusive health and acci- 
dent company in the world. 


Assets Over $49,000,000 
Surplus Over $18,000,000 
Income in 1945 Over $50,000,000 
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Tune in! “FREEDOM OF OPPORTUNITY 
THEATRE’ Coast-to-coast over 300 sta- 
tions of Mutual Broadcasting System. 
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Every Sunday night. 
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The 


LAFAYETTE LIFE 
INSURANCE COMPANY 


announces 


a New General Agent’s Contract 
that provides: 


LIFETIME RENEWALS 
DISABILITY BENEFITS 
DEATH BENEFITS 
LIBERAL FIRST YEAR COMMISSIONS, 
along with: 
OFFICE ALLOWANCE, 
Advance Commission Plan for Agents 
Effective Visual Sales Presentation Plan with Text, 


and a Prospecting Plan that clicks. 


for details, write 


RANDALL G. YEAGER, Supt. of Agencies 


Lafayette Life Building 
LAFAYETTE, INDIANA 


Operating in 
Illinois, Iowa, Indiana, Michigan, Nebraska, 
Ohio and Tennessee. 
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Guiding Principles 
Statement Draft 


(Continued from page 7) 


the local and state associations the 
agency practices committee is to report 
the agreement, modified in accordance 
with the majority’s opinion, to the 1947 
midyear meeting for final consideration 
and action. The trustees’ aim is to have 
full consideration so that final action 
will accurately reflect the majority opin- 
ion, arrived at entirely by democratic 
processes. 


Definitions Are Set Up 

The statement of guiding principles 
sets up these definitions: Full-time agent 
refers to those who are engaged solely 
in the business of life insurance. Part- 
time agent refers to those who, in addi- 
tion to selling life insurance, are 
engaged in work other than insurance in 
any of its branches. General insurance 
agent refers to those engaged solely in 
the business of life and other kinds of 
insurance as agents or brokers. Broker 
refers to those engaged solely in the 
business of life insurance but who do 
not represent life insurance companies 
as agents. Office employes refers to 
salaried employes in the home office and 
in agency and branch offices. Manager 
refers to general agents, managers, 
superintendents and others who manage 
field offices. Home office refers to all 
officers of a company. 
Responsibility of Management 

It states that the insuring public has 
the right to look to the home offices for 
the establishment and maintenance of 
high standards of selection, induction, 
training, supervision and service. It 
should furnish the manager or aid him 
in developing (a) a definite, well-or- 
ganized, workable plan which will pro- 
duce the desired number and quality of 
new agents; (b) a definite plan of edu- 
cation, training and retraining for both 
present and new manpower; (c) a defi- 
nite plan of prospecting and merchan- 
dising for both present and new 
manpower; and (d) a definite and ade- 
quate plan of guidance and supervision, 
to the end that the insuring public may 
be intelligently and adequately served. 


LA PORTE 
(Ind.) 


ASHLAND 
(Ky.) 


DUBUQUE 


RANCE COMPANY 


Principles advanced for the Selectj 
of a new agent are that he should 
of good character and reputation has 
reasonable educational qualifications and 
a record of some continuity of employ. 
ment, essentially successful in his Dre. 
vious work. His aptitude to act as a 
life insurance agent should be Carefyl}: 
examined, through some sort of test, H 
person in position to influence ung 
the placing of business or to offer jg. 
ducements to insure should not be ap. 
pointed. In appointing a Married 
woman as an agent, full information 
should be secured as to the time gh 
will be able to devote to life insurance. 
whether or not her husband is or ta, 
been licensed as an agent and whethe 
he is in a position to influence unduly 
or coerce business on her behalf, 

If after proper training and superyj. 
sion an agent, through lack of aptity 
application or industry, or all three, jg 
unable to earn enough to provide a decent 
standard of living for his family apq 
himself, his contract should be cancelled 

The contract of an agent who dogs 
not subscribe to the code of ethics of 
the N.A.L.U., who twists business or, 
directly or indirectly, gives or offers g 
rebate should be terminated. 


Recommendation on Part-Timers 

A long range objective of employing 
only full-time agents, even in rural teri. 
tory is urged on home offices and man- 
agers and that in the interim no part. 
timers be appointed in cities or towns of 
10,000 or over, or within 10 miles of 
them. 

Where any new part-time agent jg 
appointed he should be required to com- 
plete the same basic study courses and 
training schedules in life insurance as 
are required of new full-time agents. 

If the person to be so appointed is an 
employe whose employer is engaged in 
work other than insurance in one of its 
branches, his application for such ap. 
pointment shall be accompanied by 
written consent of the employer that, 
during the normal hours of employment, 
he may answer telephone calls and per- 
form such service as immediately may 
be required by his policyholder. 
Should Produce $25,000 a Year ' 

Such an agent should produce at 
least $25,000 of paid-for business a year 
on a minimum of five lives in order to 
have his contract continued (exception 
should be made only on account of ex 
tended illness). 

Home office and agency salaried cleri- 
cal employes should not be permitted to 
act as part-time agents or to receive di- 
rectly or indirectly commissions or any 
other financial gain from life insurance 
sold to others. 

Home offices and managers should de- 
cline to appoint as agent any general 
insurance agent unless he has or estab- 
lishes a life department, the manager 
and agents of which are full-time as that 
term is defined; or maintains his prince 
pal place of business in a center which 
has within its legally established limits 
a population of less than 10,000. 


Model Qualification Bill 

There are several key points in the 
model qualification bill. One is its defi 
nition of life insurance agent, which in- 
cludes everyone engaged in soliciting of 
selling life insurance and embraces aly 
sub-agent or an agent acting in the solic 
tation of, or procurement of or m 
of contracts. 

Another point is that anyone engaged 
in these activities must have a state 
license, and in order to get one he must 
pass a written examination given by 
state. The bill does not provide for tem 
porary licenses. One reason for 
that reports from two states having $ 
licenses indicated that fewer than 
of those obtaining temporary license 
went on and qualified for regular licens¢. 
The insurance commissioner is give 
substantial power to regulate impropét 
practices by revoking or suspen 
licenses but all of such actions are $ 
ject to court review. 


For the first time it is recommended 
that the commissioner be given statutory 
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repres 


d to appoint an ad- 
board to assist in planning the 


enting unlicensed companies. Not 


only is the agent barred from doing so 


put if he s 


hould, he becomes fully liable 


for any losses suffered by a policyholder 
under such a contract and for any prem- 
ium tax lost to the state by reason of the 
contract being written in an unlicensed 
company. This is in addition to being 
subject to the regular penal provisions 
of the act. 


Analysis of Requirements 


This analysis of laws and insurance 
department requirements in states where 
provision is made, by either statute or 
provision is made, by either statute is 
departmental ruling, for examining into 
the qualifications of prospective agents 
has been made by Mr. Schmuck: 


*Partially. 


Law Requires 
Written Exam. 





Is Applicant Re- 
quired to State 
in Application: 








oe i] 
& 3: 
om oo 
ae 
oo | 
» ws of Bee F 
6 o6 *8€ . 
2s se «2 Phd =e Be 
= BR © 2 oo oe 
Em ok s ee. & 3 eo 
- eo ry - (==) Om 
es Me £E = ¥ 5£ 
= as = 3 & = eo OF 
BE BE 25 285 Aa 
@ ao 
ae oe Sh S38 Sz 
— No Yes Yes Yes 
-— Yes 7) Yes Yes 
Yes No Yes No Yes 
Yes Yes Yes * No 
Yes Yes Yes Yes Yes 
_ Yes Yes Yes Yes 
Yes Not Yes No Yes 
Yes Yes 
Yes No 
—_ Yes 
— Yes Yes Yes Yes 
— Yes No Yes No 
Yes Yes Yes Yes Yes 
Yes Yes Yes Yes Yes 
— Yes Yes Yes Yes 
Yes Yes Yes Yes Yes 
~- Yes? Yes No No 


‘Applicant required to pass approved company 
course within six months or file proof of pass- 
ing college course in insurance. 

*Statute authorizes commissioner to approve com- 
pany training courses and accept certification 
of completion of course in lieu of examination. 


Many Companies Holding 
Dinners Wednesday Night 


An unusually large number of company 
dinners is being held this year. All of 
them are scheduled for Wednesday eve- 
ning and will conclude in time to allow 
those attending to go on to the president’s 
ball. 

Those scheduled so far include: Aetna 
L.ife, Union Club; American United Life, 
Cleveland, Parlors 34-36; Berkshire Life, 
Hermit Club; Columbus Mutual Life, 
Statler, Parlor E; Commonwealth Life, 
Hollenden, Parlor C; Connecticut Mutual 
Life, Allerton, Chester Room; Equitable 
Life of Iowa, Hollenden, Assembly 
ixoom; Equitable Society, Cleveland, 
Ballroom; Guardian Life, Cleveland, Di- 
rectors Room; Indianapolis Life, Carter, 
El Rancho Room; Jefferson Standard 
Life, Cleveland, Red Room; John Han- 
cock Mutual Life, Hollenden, Parlors 
\-B; Lincoln National Life, Cleveland, 
Parlors 26-30; Massachusetts Mutual 
Life, Chamber of Commerce; Minnesota 
Mutual Life, Statler, Parlor B; Mutual 
Benefit Life, Union Club; Mutual Life, 
Statler, Ballroom; National Life of Vt., 
Allerton, Ballroom; New England Mu- 
tual Life, “arter, Ballroom; Northwestern 
Mutual Life, Statler, Euclid Ballroom; 
Northwestern National Life, Hollenden, 
Cypress Room; New York Life, Statler, 
Pine Room; Occidental Life, Cleveland, 
Rose Room; Ohio National Life, Statler, 
Tavern Room; Ohio State Life, Carter, 
English Room; Pacific Mutual Life, 
Statler, Parlor L; Penn Mutual Life, 
Cleveland, Empire Room; Provident Mu- 
tual Life, Statler, Private D. R. 345; Re- 
liance Life, Hollenden, Ballroom; State 
Mutual Life, Carter, Spanish Room; 
Travelers, Cleveland, Parlors 1-7; Union 
Central, Statler, Parlors 1-3. 


Commonwealth Well Represented 


B. N. Woodson, executive vice-president, 
headed the Commonwealth Life contingent, 
which consisted of about 50 fieldmen and 
W. R. Davies, director of agencies ordinary 
department; W. A. Lonsford, director of 
agencies industrial department, and Eric 
Sleith, agency secretary. Seventeen Com- 
monwealth men are officers or directors of 
their local associations and about 400 are 
association members. 

In October, the Commonwealth will reach 
$300,000,000 of life insurance in force. This 
year, it will write $80,000,000 of new busi- 
ness in seven states. 


Roger Martel, garant general des 


ventes of Alliance National, Montreal, is 
attending his first N.A.L.U. convention. 
His company was converted rather re- 
cently from a fraternal to a legal reserve 
company and is becoming very active in 
that field. 
























_ On left, Osborne Bethea, manager Penn Mutual, New York City, relaxing 
with Patrick A. Collins, manager Metropolitan Life, New York City. 
































ELIEVE 


1. THAT the interests of policyowners, 
the public, agents, and the companies, 
are best served by full-time, competently 
trained career life underwriters. 


2. THAT the men and women who 
devote their full time and talents to life 
insurance selling should have the oppor- 
tunity to achieve, in their profession, the 
same degree of financial independence 
they offer their clientele. 


OUR BELIEF IN ACTION! 


CAL-WESTERN’S Three-Point 
Compensation System for Agents 


@ 1. Adequate first commissions with extra 
margins first year. 


@ 2. Life-time renewals, with larger amounts 
in second and third policy years. 


@ 3. Retirement plan. 


PLUS these EXTRAS: 





+ Cash bonuses for App-A-Week, Ten-a- 
Month, and Leading Producers’ Club 
members with renewal, ratios higher 
than company average. 


+ Free life insurance ($1000 to $5000 for 
meeting nominal production require- 
ments. 


+ Group hospitalization free to Leading 
Producers Club members and their 
dependents. 











«The «Agency Minded’ Company” 
operating in Eleven Western 
States and Hawaii 


California 
WeSternu 
Stiltes 
Li&e 
Insurane)l® Contpany 
REL MITE TERRI ei ih LR 


HOME OFFICE SACRAMENTO 
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Compensation 
Group Reports 


(Continued from page 18) 


of the high-pressure salesmanship which 
has been utilized in the past, and which 
has been so distasteful to the intelligent 
business man, will become extinct. In 
its place there will be substituted the 
professional attitude between client and 
agent. In this particular regard it is 
sincerely to be hoped that the public’s 
attitude toward the life insurance agent 
will, by a process of gradual education, 
be greatly enhanced and that a volume 
of business will accrue to the companies 
through the channel of proper sales- 
manship and not through the channel 
of high-pressure misrepresentation and 
slipshod technique such as has been 
utilized so universally in the past. 
Watch Conservation 

After having delivered the policy to 
the client, our agent will carefully 
‘watch its conservation. He will have 
prepared for his client a survey of his 
life insurance, even though the amount 
of protection be small, and annually 
this survey or audit will be reviewed 
in his client’s presence in order that 
needs be recalled to the client’s atten- 


tion and that changes in the client’s life 
situation be given proper consideration. 

In the annual review of his client’s 
contracts, the agent should present an 
annual ledger statement which will set 
for the ledger costs of the insurance 
during the current year. Attention to 
this detail will result in a greater ap- 
preciation upon his client’s part of the 
small actual expense annually incurred 
and will aid in leading the client to see 
that he is actually making an invest- 
ment rather than having his deposits 
chargeable as an expense factor. 

In the conservation of the client's 
policies, the agent, himself, should be 
prepared to perform the necessary work 
required. He should not depend upon 
his office to contact the policvholder 
other than in absolute routine matters, 
for it must always be remembered that 
“life insurance is purchased in a large 
degree from the life insurance agent 
and not from the company he repre- 
sents.” Only by having the client feel 
that the agent is at all times interested 
in him in a very personal way may he 
hope to maintain his client’s confidence, 
and if the detailed work which should 
normally fall upon the agent is trans- 
ferred to the office personnel, that 
intimate contact with the client will 
have broken with the result that confi- 
dence will be lost. 








Greetings to 








National Life 


Underwriters Association 


Peninsular Life Insurance Co. 


Home Office: Jacksonville, Florida 


Laurence F. Lee, President 














With the changing taxes and estate 
laws, it ecomes increasingly necessary 
that the agent give, in cooperation with 
the client’s attorney, tax counsel and 
trust officer, constructive service hav- 
ing to do with these new laws pertain- 
ing to life insurance. 

We believe that we are safe in stat- 
ing that a tremendous amount of the 
agent’s time will be required in the 
performance of the above-mentioned 
tax matters, and whereas he will receive 
from the consutation with his client a 
certain amount of additional business 
and a certain number of referred leads, 
it has been the consensus of opinion of 
most agents that, for this service he 
has not been adequately compensated, 
and upon this account and particularly 
in regard to policies which have passed 
the commission paving period, the agent 
feels that he is justly demanding a 
service fee fo* the time and effort which 
he and his office are required to give 
in this connection. 

As the agent advances in vears of 
service, he will find himself possessed 
of a desire for additional knowledge 
pertaining to tax insurance, kev-man 
insurance, purchase and sales agree- 
ment, retirement plans and many other 
refinements of his business. The pursual 
of his studies will cost him enerev and 
money. He will find, however, that 
from the knowledge gained he _ will 
grow in his client’s respect and confi- 
dence, and that he will be rewarded in 
a monetary way in direct proportion to 
his fund of knowledge and its proper 
application. Records specifically prove 
that unless the agent progresses he 
will retrogress, and it becomes increas- 
ingly necessarv for him to take a vital 
interest in new developments in con- 
nection with his business in order that 
he maintain a virile interest in his busi- 
ness and in order that he maintain also, 
his enthusiasm. 


Includes Small Agent 

The above-mentioned items of serv- 
ice may lead some in their study of 
agents’ compensation to the belief that 
the fundamentals as outlined in our 
report may refer only to those agents 
producing large cases. We wish to 
point out the fact that the agent writing 
a small volume of business will be con- 
fronted with service upon a large num- 
ber of small policies, which service will 
require a large amount of his time and 
no small amount of expense. It is, 
therefore, just as mecessary that the 
suggestions contained in our review 


Left to right—Robert L. Walker, ma 
Florida association; J. Hunter Grant, R 


apply to the small producer as well ag 
to the large producer. 

The agent’s spirit of cooperation wif 
stem from his respect for his company 
and his general agent or manager, Np 
credence may be given to the though 
often expressed that in order to properly 
control the agent it be necessary tha 
he be placed under a salary arrange. 
ment. If his agency head deserves 
respect and confidence this will fy. 
forthcoming just as readily under a sys. 
tem of compensation based purely upon 
commissions as will it be developed by 
the imposition of a salary. 

Summarizing, therefore, the tasks of 
the life insurance agent, we set forth 
the duties which should be expected of 
him, the duties which he therefore 
should efficiently discharge. : 


Correct Attitude 


The development of the proper attitude 
toward: 

1. The availale market, 

2. The commodity he sells, 

. His client, 

. His company, 

. His general agent or manager, 

. His colleagues, 

. His Local, State and National As. 
sociations. 

To ve further specific: 

1. To find and to sell the proper pol. 
icy to the client with whom the agent 
is equipped to do business. 

2. To deliver the policy and to watch 
carefully its conservation. 

3. To make all changes upon policies 
however small, for his client. : 

4. To watch particularly changes jn 
his client’s life situations as indicated by 
change of beneficiary, change in mode 
of payments of insurance proceeds, and 
in death claims. 

5. To give proper professional or 
constructive service, in cooperation with 
attorneys, tax counsel, and trust officers, 
having to do with advice upon taxation, 
trusts, and new laws pertaining to life 
insurance. 

6. To develop in the client, at al 
times, respect and confidence in the 
agent. 

As may be seen, we believe that the 
agent’s task consists of both sales and 
service. 

It seems pertinent that at this point 
we call attention to vitally important 
factors which have a_ direct bearing 
upon the agent’s success, upon his 
enthusiastic support of his company and 
his agencv, and upon the esprit de corps 
of the field force itself. 

It must be borne -in mind that more 
than monetary consideration for the 


nager Peninsula Life, Orlando, president 
eliance Life, Mobile, president Alabama 


association; “Shack” Wimbish, manager National Life & Accident, Rome, 


president Georgia association. 
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) 
agent is necessary; that if the enthusi- 
astic support of the agency force is to 

maintained, the company, itself, may 
be extremely helpful. It may be helpful 
by the careful selection of its managers 
ad general agents, placing in charge of 
field forces men of real ability and 
pd nt—men in whom the agent will have 
poor confidence and respect; for no 
Petter how fine a field force a. specific 
poses may have at any one time, the 
fiber of this agency force may be dis- 
rupted by leadership which is not con- 
structive. The field, therefore, looks to 
its home office for aid in giving to it 
the leadership which it so properly 
deserves. Whether an agency be a 
weak one or a strong one 1s due in a 
large measure to the home office’s atti- 
tude and to its philosophy, for a home 
office can stop practices which are 
detrimental and can substitute con- 
structive management, providing it is 
more interested in principle than in 
volume of business. 
The manager’s or general agent’s 
attitude and his manner of conducting 
business with his own agents is of the 
utmost importance 1n_ the consideration 
of agents’ compensation. If the head 
of the agency desires to build a group 
of enthusiastic and loyal men under his 
guidance, he must in turn instill in 
these men confidence that he will stand 
behind them in every way possible and 
will give them his utmost cooperation 
to the end that they may be successful. 
In so doing, he may be secure in the 
knowledge that by building successful 
agents, he in turn will build a successful 
agency and will enjoy a just remunera- 
tion from his efforts. : 


Manager Can Give Leads 

Is the manager or general agent giv- 
ing to his men all of the leads which 
come into his office, including conver- 
sion of term insurance upon orphaned 
policyholders? Or is he allowing his 
cashier, or is he, himself, writing these 
cases? Has the general agent allowed 
men who have been failures in other 
lines of endeavor to come into his 
organization with the possible thought 
that ultimately he may profit from the 
vested renewals lost by this agent who 
under no circumstances could pay for a 
volume of business qualifying him for 
renewals? 

Once more we repeat—we are op- 
posed to mass and indiscriminate selec- 
tion of agents at this particular time. 

Recognizing the fact that time and 
energy are required in building and 
maintaining a virile agency, is manage- 
ment by engaging in personal produc- 
tion depriving its field force of the 
attention it justly deserves? 

These and many other corollary fac- 
tors enter very definitely into con- 
sideration of the problem before us and 
must be given proper thought. 

It must be remembered that to a 
large extent a successful agent depends 
upon a strong general agent or manage 
and that, in our business, as in 
others, a general agent or manager 
should be maintained by his company 
upon the basis of his efficiency, and that 
there should be no sinecure in manage- 
ment. The best interests of too many 
lives are involved. 


Compensation for Agent’s Work 


Having now given a definition of his 
duties which the agent should perform, 
and having set forth the background of 
conditions under which the agent should 
work, we approach the method of com- 
pensation to be adopted as payment for 
completion of the agent’s task. 

e burden of service thrown upon 
the agent by those policyholders over 
ten years upon the books has. on ac- 
count of the assistance demanded by 
them, become a serious problem to the 
Conscientious field man. It has been 
found that the work required by his 
office and the loss of his actual produc- 
tion time in the proper servicing of 
these clients constitutes a financial 
burden for which he should be com- 
Pensated. | From careful studies made 
by those interested, it would seem that 
“/o upon the premiums would be a 
Proper commission to pay the agent 
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for this work. Many companies have 
now adopted either the 2% or the 
forty to sixty cents per thousand method 
of remuneration upon this type of 
service. 


Protect Older Agent 


In order to protect the older agent, 
it seems to be the general consensus 
that this 2%, or some other adequate 
commission, should become effective 
upon policies which are now over ten 
years of age, rather than upon policies 
written at the present time upon which 
such compensation would begin ten 
years hence. 

A very large number of progressive 
companies have already put into effect 
substantial and satisfactory plans for 
those agents who through loyal service 
have reached the age of retirement. 
These plans are constantly being revised 
and improved, and your committee feels 
that the companies are sincere in their 
desire to protect the interests of their 

Generally speaking, a feeling has 
developed that it is unjust to the career 
life underwriter to call upon him to 
service orphaned policyholders given 
into his care on account of an agent hav- 
ing left his company or of an agent 
having moved from the territory, taking 
with him vested renewals upon _ his 


business. Thinking is progressing upon 
the idea that all or at least a part of 
the renewal accruing normally to the 
agent leaving the company should be 
withheld, being paid into a fund with 
the company, from which fund service 
commissions could be paid to the career 
life underwriter upon whom the burden 
of this detail falls. 


Change of Company 

Many of our committee feel that it 
is not proper that renewals be for- 
feited if an agent remains with his 
company for five years or more. and 
still remains in the life insurance busi- 
ness although his company affiliation 
be changed. They argue that service 
will given their client even though, 
because of a possible disagreement with 
management or because of an oppor- 
tunity for advancement, it is to their gain 
that they sever their connection with 
their original company to take up a 
connection with a different company. 
It is the hope of some members that 
a plan may eventually be developed 
under which an agent leaving the busi- 
ness entirely or leaving his company 
before a certain definite number of 
years will forfeit some of his renewals 
but that under the conditions above- 
mentioned renewals will continue to’ be 


paid to him. 

Servicing orphaned policyholders or 
policyholders upon the books. for many 
years in the hope of receiving new 
business from them, has resulted, gen- 
erally speaking, in attention being given 
only to those from whom new business 
may be expected. It is the thought that 
were a proper service commission paid, 
all policyholders could receive the type 
of attention to which they are justly 
entitled. 

We are brought, therefore. to the con- 
clusion that under the conditions out- 
lined vested renewals should go to 
agents who remain with their com- 
panies to care for their policyholders; 
that in leaving before having been con- 
nected with their original company for 
a definite number of years. their vested 
renewals should accrue to a fund at the 
home office, from which fund proper 
service commissions may be paid the 
career life underwriter. Under no cir- 
cumstances. should the commissions of 
“failure” agents or of agents leaving 
the company be paid to the general 
agent. 


Imitial Expense Acct. 


In order that new men entering the 
business. be given proper training and 
supervision, it is the hope that the gen- 
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May there always be milk in his 
glass and mush on the table. 


BENEFICIAL LIFE 
INSURANCE (=) COMPANY 


SALT LAKE CITY, UTAH CEQRCE ALBERT SMITH, President 








LIFE INSURANCE SELLING 
A PROFESSION 


Forty years ago no one would have called life insurance 
selling a profession. 


It is therefore to the glory of the Life Underwriters’ 
Associations that the work has been elevated to a 
professional basis. 


One thing that has helped to this end is the annual 
conventions of the N. A. L. U. 


May this convention be the “best ever.”’ 


THE SECURITY MUTUAL LIFE INSURANCE COMPANY 


of LINCOLN, NEBRASKA 




















eral agent and the manager will be 
offered aid from the home office in 
offsetting the expense incurred in 
inducting the new agent and in doing 
away entirely with the new agent’s 
becoming indebted to the company or 
the general agent. The distribution of 
orphaned policyholders upon which a 
commission for service is being paid 
mav constitute a method whereby some 
of the induction expense may be offset. 

It is to be hoped, also, that sufficient 
supervision will be furnished the new 
agent by that supervisor properly 
equipped to enter the field with the 
career life agents in this respect. 
new man and to write business with 
him, allowing him the full commission 
until such time as he gains confidence 
and is able to carry on his work alone. 

By this method, the manager or gen- 
eral agent will be held responsible to 
his home office for the expense incurred 
in the induction of apprentice agents, 
with the consequent result that more at- 
tention will be paid to bringing into our 
business persons properly qualified to 
become successful, and less attention 
will be given to inducting persons who 
have already been failures in other lines 
of endeavor. 

To many it has seemed unjust that 
first year commissions and renewals be 
paid to a broker under conditions requir- 
ing no specific volume in order to earn 
these renewals, whereas the general 
agent or manager requires his own 
agent to meet a certain volume before 
allowing him his renewals. Definite 
attention should certainly be given this 
important matter if the true career 
agent’s interest is to be protected. 


Vesting of Brokers 

Those companies accepting brokerage 
business maintain that it is proper that 
the broker receive vested renewals 
because he is paying for his own office, 
his own secretary, his own telephone 
and the other incidental expenses in 
connection with the operation of his 
business, which expenses, generally 
speaking, are borne by the general 
agent or by the manager’s company in 
the case of the regular agent under 
contract. The brokerage companies 
also point out that a broker is not 
included under a_ retirement plan, 
whereas the career agent is included 
under this advantageous feature of 
agents’ compensation. 

The payment of a relatively lower 
rate of commission upon the so-called 
“special contracts” has been a matter 
of concern to us inasmuch as there is 
no actuarial mortality data to give sub- 
stance to the justification that these 
policies may be written at a substanti- 
ally lower rate than the ordinary policy. 
Many of our committee feel that when 
a company operating on a mutual plan 
adopts rates for a special policy, which 
policies are loaded differently from its 
regular forms and when in addition the 
special policy is sold on a commission 


basis materially. less than is paid on 
regular forms, discrimination agains 
the policyholder and danger to the com. 
mission structure of the agent may 
develop. The same thinking may 
applied to many of the new Contracts 
which are being issued on the endow. 
ment plan. In many of these forms 
agents’ commissions are now being drag. 
tically reduced. 

Wish to Guide Philosophy 

We do not feel that it is vour com. 
mittee’s function to outline the definite 
terms of an agents’ compensation play 
for whether it be 50% graded with nig 
fives and 2% after the tenth year, veg. 
ing depending upon the company’s atti. 
tude, or 50% graded the first year, 154, 
the second year, 10% the third year, ang 
2% thereafter for the life of the busines 
with restrictions upon vesting, g 
whether it be some other combination of 
commissions, may be determined by the 
actuarial departments of each company: 
but what we wish particularly to empha. 
size is the philosophy which shoul 
guide the thinking in the formulation of 
the commission plan; namely, the philos. 
ophy that the career agent should be 
paid for work well done and that vested 
renewals should not go to that agent 
who leaves the company prematurely or 
who leaves the business. 

In the event of death or disability 

properly designed group and hospitali- 
zation insurance is now being utilized 
by many of our progressive companies 
and upon retirement, properly designed 
deferred compensation plans are taking 
into consideration the remuneration of 
the agent who has given many years to 
the service of his company. 
_ In the study of agents’ compensaflon 
it is natural that careful consideration 
be given to the provisions of the social 
security act in its relation to income to 
the agent’s dependents in the event of 
his death and in connection with his 
own retirement. Survevs of our mem- 
bership, undertaken in 1944, established 
the fact that an overwhelming maiority 
desire to be included under the old age 
and survivor provisions of the social 
security act. However, most agents 
compensated solely on a _ commission 
basis desire this only if these provisions 
are extended to cover the self-emploved, 
Since our association is on record as 
favoring the extension to the self-em- 
ployed, and since that position has also 
been taken by the social security board 
and the studv committee appointed by 
the house ways and means committee 
of the Congress, it is hoped that any 
extension to cover the commission 
agent will be on the basis of his being 
a self-employed person. Obviously, in 
such an extension, the question of 
whether renewals’ will constitute in- 
come within the meaning of the act will 
be important to such agents. 


Aids in Risk Selection 


By offering a satisfactory system of 
compensation we will be able to bring 


; On left, P. B. Hobbs, general agent Equitable Society, Chicago, enjoying 
informal exchange of ideas with John D. Moynahan, manager Metropolitan Life, 


Berwyn, IIl. 
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‘nto our field forces persons whose 
bs rests will be the proper selection of 
ya for our companies. This proper 
mr ction of risks will result in a lower 
iapsation rate for our companies with a 
resultant saving for our policyholders. 
rareful selection and training of capable 
es will also result in a saving to our 
ompanies and policyholders, by virtue 
of a low turnover and a low induction 
St e per agent. 

ee ent hope that because the prob- 
fem of agents’ compensation is one of 
such vital importance at the present 
time, the life insurance home offices 
will continue, their careful consideration 
and cooperation in regard to this phase 
of our business, and that they will graci- 
ously adopt agents’ compensation plans 
which will develop for them the type 
of sales organizations of which this 
institution is worthy. 


agents 


Winkler To Be Host 


Frederick N. Winkler, Cleveland general 
agent Mutual Benefit, will be host at a 
dinner of Mutual Benefit agents and com- 
pany officials to be given at the Union Club 
and attended by about 125. Bill Thurman, 
newly elected vice-president in charge of 
agencies, will present from the home office 
as will be H. G. Kenagy, vice-president and 
Mildred F. Stone, agency secretary. 





On Hand From Berkshire 


Harrison L. Amber, president; W. 
Rankin Furey, vice president and director 
of agencies, and H. S. Hart, assistant di- 
rector of agencies, are representing Berk- 
shire Life and will be in charge of its 
dinner Wednesday night. 


Eric Johnson, agency vice-president; 
Wallis Boilieu, Jr., second vice-president, 
and Urban Quirk, agency assistant, were 
the home office officials of the Penn Mutual 
present at that company’s dinner. 








Lawrence A_ Baker, Washington, 


D. C., counsel of N.A.L.U. 














Skyline view of Cleveland’s Terminal 
Tower with west end of Municipal Sta- 
dium in foreground, taken from the lake 
front. 






















HOME OFFICE 


sales and service. 


Congratulations... 






To the members of the National 
Association of Life Underwriters, 
on the occasion of their Fifty- 
seventh Annual Meeting, for 
their continuing and effective 
efforts in advancing the stand- 


ards and scope of life insurance 





EQUITABLE LIFE OF IOWA 


Founded 1867 


DES MOINES 












































Magnificent 
SUCCESS 


Or 


COLOSSAL FAILURE 





HE LIFE INSURANCE BUSINESS is once more 
"ka trial before the bar of public opinion. We’ve handled 
our case magnificently in our last two trials—the depression 
and the war. What kind of a case are we making for our- 


selves today when the public is asking: 


How honestly do life insurance men advise vet- 


erans regarding their National Service Life Insurance ? 





How carefully do companies select new agents to- 
day, choosing only quality men whose performance will be a 
credit to the business ? 


How do compantes treat the subsidies under 
the G.I. Bill of Rights, as “gravy” for the company or the 


general agent, or as true extra compensation to the veteran? 








their increasingly complex job, or do they simply give 1p 


service to the idea of training? 


: | 

Do companies really train their agents for 1 
| 

The conduct of our business during the next few critical years 
will determine the verdict in our current trial. We can achieve 


magnificent success or colossal failure. And, fortunately, the 


outcome lies within our own hands. 







THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


NEWARK, N. J. 














siento 
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National Council 
Deliberates Reports 


(Contivued from page 6) 
this date has been raised to 46,174. He 
declared that association members were 
entitled to especial credit for the fact 
that they continued to march on when the 
bands were not playing. ‘ 
Broaddus Gives Report 
Lynn S. Broaddus, Guardian Life, Chi- 
cago, chairman of the committee on state 
and regional associations, reviewed briefly 
the results accomplished at the state con- 
ference held the past year, and asked 
Donald F. Barnes, N. A. L. U. director of 
research, who now has been placed in 
charge of the state conference program, 
to outline the plans for the coming year. 
Mr. Barnes announced the extension and 
enlargement of the program. He said it 
has been set up with the idea of having 
all of the conferences held early enough 
so that those in attendance can go back to 
their home associations and have plenty 
of time to put into effect the ideas pre- 
sented. This was hardly possible when 
they were held late in the spring. 
This year the first of these conferences, 
for the New York State association, will 


be held at Troy, N. Y., Sept. 26 and the 
concluding one in Virginia Dec. 7. He 
said that some associations might feel 
that this still was not early enough to 
suit them, but that when the schedule has 
to be built around 17 national officers and 
trustees and five members of the head- 
quarters staff, one of whom will attend 
each of the meetings, it is considerable of 
an achievement to condense the entire 
tour into as short a space of time as has 
heen done. 

Mr. Barnes urged especially that all 
local associations be represented at all of 
these conferences. He asked for sugges- 
tions and comments from the associations 
both before and after the conferences are 
held. 

When he concluded, Mr. Rutherford 
said he had told Don when he left for the 
army that there would be a job waiting 
for him on his return but that instead of 
“a job” he now has a great multiplicity 
of them. He described him as a “demon 
for work” and said that ke does “lots of 
work for which I get credit.” 


Schmuck Tells of His Work 

Chairman Broaddus also introduced 
Mr. Schmuck to talk on the agency 
qualification law draft, which comes un- 
der the purview of his committee. Mr. 
Schmuck said that when he took over he 
was told that he had an onerous job. In 
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Underwriters. 


constructive. 


public pulse. 


writing techniques. 


underwriter. 





Health, Wealth and Happiness 


. are the words that express our sincere wishes 
for each and every Underwriter at the Cleveland 
Meeting of the National Association of Life 


This first post-war Convention is a welcome event 
one that will enable each attending Under- 
writer to come away with something new and 


The war years and, for that matter, any years, are 
alike in one respect—they are subject to change, 
and alert Underwriters keep their fingers on the 
The ever-changing trend of public 
economy demands constant variation in under- 


This past year, Ohio National representatives have 
organized a Field Advisory Board to study Field 
problems, to prepare in advance for future business 
trends, and to recommend methods whereby the 
Company may best assist!"the individual 





THE OHIO NATIONAL 


LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 


the preparation of the draft it was neces- 
sary to study the laws of all of the 48 
states and the District of Columbia and 
also the ideas of the National association 
membership, as reflected in the corre- 
spondence received at National associa- 
tion headquarters. The results of his study 
were presented in a tabulation that was 
distributed to council members for their 
consideration and study. He pointed out 
that there are 32 states which license 
agents with no attempt to check on their 
qualifications. 


Five Main Requisites 


He outlined five principal points that 
must be embodied in the qualification of an 
law. In the first place, the definition of an 
agent must be so comprehensive that any- 
one connected with the selling or serv- 
icing of life insurance will be included. 
Then these agents must be licensed. The 
third requisite is that they must demon- 
strate their qualifications to act as agents. 
He seconded the statement made by 
President Connell at the state officers’ 
dinner Monday night that legislation is 
the least effective way of bringing this 
about. If every company had a good qual- 
ification course and administered it in 
such a way that it would be applied to 
all newly employed agents, there would 
be no need for a qualification law. How- 
ever, he said that it is necessary to 
proceed on a realistic basis and face con- 
ditions as they are. 


Temporary License Situation 


Another corollary is the temporary li- 
cense situation. It is necessary to restrict 
such licenses to protect agents against 
inexperienced and sometimes unethical 
competition. In California only 38% of 
those who were issued temporary licenses 
took and passed the examination. There is 
no record of what became of the other 
11,000. The situation in Illinois is some- 
what better but even there there were 
only 46.4% who took the examination. 
The Minnesota department, which no 
longer issues such licenses, admitted that 
while they were in use there probably 
were some who took advantage of this 
situation. 


Opinions of Insurance Departments 


Extracts were given from the replies 
of nine insurance departments which 
were asked for a frank evaluation of the 
relative value of examining applicants for 
life insurance agent’s license: 

State No. 1: Examination procedure 
has materially raised the standards of 
persons desiring to enter the business. 
Companies screen more carefully; exam- 
ination is a further screening. 

State No. 2: There is no doubt in our 
minds that the qualification law has im- 
pressed the industry and certainly has 
greatly improved on the agency system of 
our state. 

State No. 3: 
examination unquestionably raises 
standards of the applicants. 

State No. 4: In my opinion the re- 
quirements for examination do raise the 
standards of all applicants to the mini- 


I would say that the 
the 


mum standards attained by those who 
complete a good company training pro, 
gram. 

State No. 5: Requirements for exam. 
ination raises standards to a minimyn 
level, but not as high a level as that at 
tained through a good company training 
program. 

State No. 6: Minimum standards fo 
examination are below those of a good 
company course. 


Company Programs Praised 


State No. 7: It is my opinion that an 
individual who has completed the first 
three parts of company training program, 
that I have examined, can easily pass oy 
state written examination. We occasion. 
ally do have an applicant who fails in his 
examination but in those cases we fee] that 
his supervisor has not properly instructed 
him. We have also observed that whey 
an applicant has failed and his company 
has been notified to that effect, the appli. 
cant is well-qualified when he takes a re. 
peat examination, and that future ney 
applicants of that company are well pre. 
pared. 

State No. 8: Assuming that all com. 
panies, which have on file a course of 
study, require their agents to complete 
the full course, it is our opinion that those 
men obtain more knowledge of the busj- 
ness than applicants who can pass our 
examination and, therefore, they do not 
attain the standards of those who com. 
plete the companies’ training programs 
before a permanent license is issued, 

State No. 9: In our experience, some 
of the best companies admitted to do 
business in this state have appointed 
thieves, robbers, rapists, murderers and 
almost every other kind of criminal to be 
life agents. It would, therefore, appear 
that some sort of screening by the de- 
partment of insurance is necessary on 
these grounds. 


Question of Enforcement 


In the matter of enforcement, the de- 
partment is charged with that responsi 
bility and is given broad powers, but all 
acts of the commissioners or other de 
partment officials are subject to court 
review. Where commissioners object to 
the difficulty of setting up such a plan, 
provision could be made for an advisory 
board of insurance men. Mr. Schmuck 
said that plan has worked well in Penn- 
sylvania and other states where it has 
been tried. Mr. Schmuck emphasized that 
the act would not apply to agents now 
licensed but only to those applying for 
license hereafter. 

For the first time an effort has been 
made to deal with the problem of part- 
timers and applicants who seek to in- 
fluence business. 

He said it is impossible to set up one 
act which would satisfy the requirements 
of 49 jurisdictions and emphasizes that 
the present draft is strictly tentative. He 
solicited comments and criticisms and ex- 
pressed the hope that they will result im 
a second and much better draft. He said 
that the National association can only 





Announcing 


Capital $100,000 





GREAT EASTERN MUTUAL 
LIFE INSURANCE COMPANY 
Denver, Colorado 
Licensed V J Day 1— August 14, 1946 
By the Insurance Department of the State of Colorado 
An Old Line Legal Reserve Stock Company 


Organized without any Promotion Stock, or any Expense 
to its Stockholders 


Stockholders were paid 2.09% interest on their money deposited 
in escrow during the period of organization. 


V. L. Tickner, President 


Surplus $100,000 
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initiate such a measure and now “it’s your 
ball to carry . 
Points Out One Weak Link 

Harold Smyth, National of Vermont, 

artford, chairman: conservation com- 
mittee (quality award) commented upon 
his report at the national council meeting. 
He said that general agents’ and man- 
agers’ associations throughout the coun- 
try seem to be the weak link in the chain 
so far as co-operating: with his committee 
is concerned. Companies and agents them- 
selves are performing satisfactorily, but 
Mr. Smyth urged that committees be ap- 

inted ‘to contact general agents and 
managers so as to create in them a greater 
interest in the work of the quality award. 
Mr. Smyth pointed out the large propor- 
tions that life insurance is assuming, re- 
marking that in 1900 there was $8,562,000 
of life insurance in force and that in 1945 
the figure stood at $154,600,000. In all, 
45,86% of the national wealth is repre- 
sented by life insurance. Mr. Smyth said 
that the very size of the business means 
that there may be further investigations 
of it and that life insurance should wel- 
come such probes. 


J. P. Costello’s Comment 

John P. Costello, Southwestern Life, 
Dallas, Tex., in commenting upon the 
quality award, stated that some com- 
panies in his part of the country do not 
certify the agents that qualify. He em- 
phasized that prestige is a potent selling 
factor and that long service in the busi- 
ness is one way to acquire it. However, 
returning service men can gain prestige 
quickly by qualifying for the award. He 
said that the so-called average good pro- 
ducer is generally regarded as one writ- 
ing from $150,000 to $200,000 a year in 
business, but that if all agents in_ this 
classification would meet the qualifica- 
tions of the quality award they would 
automatically increase their production 
records. 

Alfred C. Duckett, Northwestern Mu- 
tual, Los Angeles, in commenting upon 
his report as chairman of the agents’ 
compensation committee, said that all of 
the members of it are so-called street 
agents. He referred to the Omaha re- 
port produced by his committee and said 
that some of the companies paying a per- 
sistency fee after the 10th year and having 
agents’ retirement plans in effect never- 
theless have a clause calling for the un- 
vesting of renewal commissions if the 
agent lives to go with another company. 
Mr. Duckett said that companies should 
give consideration to these factors before 
deciding on a policy on unvested agents 
renewals: (1) Volume of business; (2) 
Renewal record; (3) Years of service with 
the company; (4) Frequency of prem- 
ium payments; (5) Persistency of busi- 
ness, 

Mr. Duckett’s committee has served for 
tw years and to the committee that will 
ucceed it, Mr. Duckett made the recom- 
mendation that a study be made of the 
agents’ compensation system employed 
by industrial companies. 

One of the most interesting and en- 
couraging reports submitted at the Na- 
tional council meeting Tuesday morning 
was that of George E. Lackey, Massa- 
chusetts Mutual, Detroit, chairman of the 
committee on co-operation with attorneys, 
He explained that at the meeting of the 
American Bar Association last fall it was 
voted to form a so-called national con- 
ference group, consisting of five members 
of the Bar Association and five from the 
N. A. L. U. The members of the life in- 
surance committee are: Edward J. 
Schmuck, attorney National association; 
Louis Behr, general agent Equitable So- 
ciety, Chicago; C. Preston Dawson, New 
England Mutual, New York City; Albert 
Hirst, counsel New York City associa- 
tion; William H. Andrews, Jr., Jefferson 
Standard Life, Greensboro, N. C., and 
Mr. Lackey. The next meeting of the 
national conference group will be at the 
Convention of the American Bar Associa- 
tion in Atlantic City this fall. The com- 
mittee is in the process of developing and 
enlarging upon the statement of prin- 
ciples which outlines the scope and status 
of both attorneys and life insurance men. 


Mr. Lackey will address the Atlantic 
City meeting of the American Bar Asso- 
ciation, representing his committee. 

Three committee chairmen reported at 
the National Council meeting by saying 
that everything from their committees 
was contained in the printed reports. 
These were: Lewis C. Callow, Memphis, 
Tenn., General American Life, chairman 
credentials committee; Herbert R. Hill, 
Life of Virginia, Richmond, and Elma 
Easley, California-Western States, Port- 
land, Ore., chairman women underwriters’ 
committee. 

The most enthusiastic and prolonged 
round of applause heard at the national 
council meeting was accorded Maxwell 
L. Hoffman, director of field service of 
the National association, when he was 
introduced briefly by President Clancy D. 
Connell. Mr. Connell lauded the work 
done by Mr. Hoffman in attending to all 
of the convention arrangements, saying 
that Mr. Hoffman operated behind the 
scenes, supervising the mechanics of the 
whole convention procedure, and always 
did a commendable job. 


Robert L. Jones, State Mutual Life, 
New York, retired, for so many years 
treasurer of the National association, was 
78 years old Wednesday. Suitable recog- 
nition was given to the anniversary by 
President Clancy D. Connell. 


eee, 








General Agents and 
Manager Section Reports 
Good Year 


Definite progress was reported by the 
general agents and managers section, Hugh 
S. Bell, chairman. The report states: 

The plans which were set up last year 
have been carried forward, and we feel 
some very constructive work has been done. 
We look forward to the coming year with 
confidence that further accomplishments 
will be achieved. 

The following objectives have been met 
during the past year: 

(1). Organization Structure. The new 
plan of operation has been installed. A 
chairman, an eastern vice-chairman, a 
western vice-chairman and 18 area chair- 
men are responsible for our activities. A 
“planning committee composed of the three 
officers and two others appointed by the 
chairman set up the objectives and plans 
for the section. The 18 areas into which the 


Many New Locals 


Expansion. Several splendid new Asso- 
ciations have been established and during 
the coming year it is expected that there 
will be a good many more. 

Regional Management Conferences. Prob- 
ably the most important project for the 
past year has been the development of the 


The Sun Shines Bright 
In My Old Kentucky Home 


regional management conference idea. It 
was the thought of the planning committee 
that our section should sponsor and pro- 
mote these conferences for the exchange of 
ideas in management and that each section 
of the United States should hold such a 
program. The results have been gratifying 
and really surpassed our hopes. Splendid 
programs were held during the last few 
months in New York, Chicago, St. Paul, 
Memphis, Kansas City, Longview, Wash- 
ington, Bedford, Pa. French Lick, Ind., 
Los Angeles, Corpus Christi, and Oakland. 
The reports have been most enthusiastic 
and from all sides have come demands that 
these regional management conferences be 
held again next year. 
Next Year 

It is the belief of the committee that the 
general agents and managers section can, 
and will, prove more and more effective as 
time goes on in helping the agency head 
with his problems, which in turn will natu- 
rally help the individual producer and thus 
benefit the entire life inqurance industry. 
Many problems peculiar to the management 
side of the business are presenting them- 
selves, and during the coming months it is 
quite likely that there will be many more. 
It is the ambition of the committee to help 
in the constructive solution of these prob- 
lems by means of intelligent discussions, 
exchange of ideas, and the influence of our 
entire organization. 
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Truly the sun of prosperity reflects in Kentucky Home Mutual . . . an aggres- 


sive sales organization . . . backed by active home office cooperation . . . liberal 











agency contracts . . . coupled with streamlined sales and prospecting plans. 


Our Agency Program continues to bring many new and well-qualified under- 


writers to our Field Staff. Some good agency openings are available for qualified 


salesmen. Write us today, stating fully your experience and production record. 


aiitieal 


Arswrance Company 


VN NNN. KENTUCKY 


Aife 


LOUISVILLE 


Ellsworth Regenstein 


President 


y Home Mutual 
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Why have ham 
Without eggs? 


For a full stomach, ham and eggs make an ideal combination. 
For a full pocketbook, Life, Accident and Health go together. 


Life agents with A-H in their kits are ‘’going to town” today, 
because A-H is a profitable sideline for them. They make 
many sales without half trying, instead of having to say, ‘'l don’t 
have that.’ 


The Field Force of the Great Northern Life is fortunate in 
having not only a full line of Life policies, but also a complete 
variety of disability coverages to fit all kinds of life situations. 


a * * 


On October 1st we will inaugurate an additional service... 
the best Non-Can. A-H policy we know of. It will have many 
PLUS FEATURES. Guaranteed renewable to Age 65, it 
will be the answer for many Life men who shy away from 
selling cancellable Accident and Sickness Insurance. 


For that extra equipment that gives the old one-two punch, 
look into A-H. Inquire of 


Great Northern Life 
INSURANCE COMPANY 


WISCONSIN CORPORATION 
General Offices —110 South Dearborn Street 
CHICAGO, 3 

















PROOF 0’ THE PUDDING 


“Since getting out of the Army 8 months ago, the marvelous Home 
Office cooperation plus the Q-V-S contract has enabled me to build. . . 
from scratch . . . an agency of 12 full time Field Underwriters who 
already are producing at the rate of six million dollars a year."’ 

SPENCER TREHARNE, 


Agency Manager, El Paso, Texas 





Q... quality 
Vv... volume 
S...service 
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THE CAPITOL LIFE INSURANCE CO. 


Clarence J. Daly, President 
W. V. Woollen, Agency Vice President 
Home Office—Denver 1, Colorado 








Field Representation 
Plan Makes Progress 


(Continued from page 11) 


job. His suggestions were seconded by 
Ray Wright, Lawrence, Kan., who is 
a member of the Kansas legislature. 

In that connection Mr. Cox said that 
the proposal for paying trustees’ ex- 
penses had been taken up by the board, 
which was reluctant to take action 
because in effect they would be voting 
to increase their own pay, but decided 
to poll the members on the idea. He 
said that a questionnaire will be sent out 
very shortly on which all members of 
the National association may state their 
position on this subject. 

The report of the committee on by- 
laws presented by Chairman E. : 
Crane, Northwestern Mutual Indian- 
apolis, stated that the work of the com- 
mittee during the past year has been 
one principally of resisting proposed 
changes. The by-laws as at present 
constituted, he said, are easy to work 
under and for the most part satis- 
factory to all elements. Mr. Crane said 
that some changes in the by-laws might 
be made, however, and that these would 
probably come within the ensuing year. 

No reference was made to the action 
taken two years ago, when the national 
council instructed the by-laws, committee 
to prepare and report an amendment 
providing that the nominating committee 
should present the names of at least two 
candidates for secretary each year. 

Mr. Moynahan’s report, in addition 
to the recommendation regarding field 
men as officers and trustees stressed 
several points which he said are to be 
discussed at the coming state confer- 
ences, including electing as local associa- 
tion officers only those who have served 
as directors; paying the secretary some- 
thing, if it is only $10 a year, but not 
remitting his dues: a budget for every 
association and an increase in local asso- 
ciation dues. He said he had never 
heard of a case where a raise in dues, 
when accompanied by an increase in 
activities. had lost members for an 
association. 


Statement of Principles in Susuense 

Another proposition which virtually 
was held in suspense, awaiting the reac- 
tion of the field, was the proposed state- 
ment of guiding principles. Jul B. Bau- 
mann, chairman of the committee on 
agency practices, who said it was a very 
controversial subject and he guessed 
that was why he got it. stated that 
even his committee couldn’t agree on 
definitioning or terms but did agree on 
principle. The trustees accepted the 
statement in principle but requested that 
each state and local association and 
the state conferences this fall discuss 
and submit suggestion for its refine- 
ment. A revised statement will then be 
prenared and submitted for final action 
at the mid-vear meeting. 





Northwestern Mutual Men Present 


Over 200 Northwestern Mutual men 
attended that company’s dinner, the de- 
tails of which were arranged by Russell 
P. Thierbach, Cleveland general agent. 
Company officials from the home office 
were: Grant Hill, vice-president and 
director of agencies; Laflin Jones, Ray 
Dolwick and Lawrence J. Evans, assist- 
ant directors of agencies. 


National of Vermont Group 


There will be 100 at the dinner of 
officials and agents of the National Life 
of Vermont to be held at the Allerton 
Hotel. The home office group will con- 
sist of D. Bobb Slattery, superintendent 
of agencies; Karl G. Gumm and Francis 
L. Merritt, assistant superintendents of 
agencies, and Norman Smith. agency 
superintendent. 


Women’s Group at 
all Time High 


(Continued from page 11) 


widowhood, there are still 68% unmarried 
or widowed for part of their lives, 

This is a broad field, Mrs. Josep, 
pointed out. The agent can talk to these 
women and tell her how to make he 
dreams come true. 

“Impress the fact that it is. just a 
important to insure against living too 
long as well as against dying too soon, 
Always keep a human, optimistic note jp 
your talk,” she said. 

“Let’s be broadminded and willing tg 
re-educate ourselves to suit the needs of 
the changing world,” she declared, “jj 
we do so, the women’s field of tomorroy 
will be as large as the man’s field oj 
today.” 

Hermine Kuhn’s Talk 

Hermine R. Kuhn, agency field assis. 
tant of Manhattan Life, said that in her 
own experience not one rich man or 
woman in a dozen is aware of the tax. 
saving opportunities that life insurance 
or annuities hold for him in the light of 
today’s tax situation. She predicted that 
because of the size of the national debt, 
the federal payroll, the armed forces 
budget, and pension payments to veterans 
taxes would not be reduced appreciably, 

Miss Kuhn said the income tax makes 
difficult the piling up of income-producing 
capital, yet most earners are greatly con- 
cerned with freedom from financial 
dependence. This is an opportunity for the 
agents fraught with great benefit with 
those they serve. It can be taken care of 
by a well considered annuity plan. 

The gift tax is a deterrent to the 
generous men and women because their 
generosity is unavoidably lessened or 
penalized, because of the tax attaching to 
transfer of wealth. To substitute an in- 
surance benefit for such an out-an-out 
transfer is quite apt to relieve the penalty, 
and yet be equally welcome to the re- 
cipient. It is up to the agents to point out 
the savings and to emphasize the advan- 
tage of the substitute. 

The estate tax is most significant to 
wealthy men and women. It also is a 
shining opportunity to the insurance 
agent. All the insurance companies have 
assiduously studied this problem; have 
in fact been studying it since estate taxes 

an their tremendous rise. 

This trend antedates the war, but the 
war did serve greatly to accelerate it, said 
Miss Kuhn. The insurance companies 
have worked out ways and means to allow 
the possessor of wealth, under the law 
and in complete conformity with the best 
business practice, to have the opportunity 
of obtaining the most natural of all 
wishes, the chance to take care of his 
family in the way he wants to take care 
of them. 

Observing that there are only three 
women on the Million Dollar Round 
Table, Miss Kuhn explained this partly 
on the ground that there are far fewer 
women agents than men, but said this 
isn’t enough of an excuse to lean on. She 
is convinced that there is no requirement 
in life insurance selling that women can- 
not meet and there is much in this work 
that women are inherently better equipped 
to do than men. 

The only explanation, she said, is that 
women are too easily satisfied. She would 
like to see at the Million Dollar Round 
Table “not just enough women to make 
a game of three-handed bridge, but 
enough to hold a modest size convention. 

Miss Kuhn expressed the conviction 
that the insurance business is going to 
expand tremendously in the next decade, 
saying that the tax situation makes that 
prediction almost certainly true. 

The main event on the women undef- 
writers calendar for the convention, al 
inter-club luncheon held in the Euclid 
Ballroom attended by many of Cleve- 
land’s civic leaders. Mrs. Marion 
Stevens Eberly, director of the womens 
division of the Institute of Life Insut- 
ance, main speaker 
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Cooperation with 
Attorneys Report 


(Continued from page 10) 


ments ‘of principles of cooperation 
between local attorneys and life 
ynderwriters were drafted during the 
year. 

Year's Highlight 

“The highlight of the committee’s 
activity during the present year has 
been the actual formation of the Na- 
tional Conference Group of life under- 
writers and attorneys, forecast in our 
report to the midyear meeting at Omaha 
in March. The first meeting of this 
Conference Group was held in New 
York City on uly 17, 1946 and the next 
meeting is scheduled to be held in At- 
lantic City on October 27, 1946. 


Membership 

“The committee, in behalf of the 
American Bar Association, includes 
Harry Cole Bates, New York City; 
Oscar J. Brown, Syracuse, N. Y.; David 
F. Maxwell, Philadelphia; Edwin M. 
Otterbourg, New York City; Charles R. 
Wharton, Greensboro, N. C.; and in be- 
helf of the National Association of Life 
Underwriters, William H. Andrews, Jr., 


Greensboro; Louis Behr, Chicago; 
Preston Dawson, New York City; 
Albert Hirst, New York City; and 


George E. Lackey, Detroit; Mr. Otter- 
bourg and Mr. Lackey were elected co- 
chairmen of the conference group, and 
Edward J. Schmuck, attorney on the 
headquarter’s staff of the National Asso- 
ciation of Life Underwriters, was 
designated as its secretary. 


Two Purposes 


“The initial session accepted as _ its 
guide two basic purposes: 

“!, Establishing as far as may be 
practicable country-wide recognition of 
principles of cooperation between attor- 
neys and life underwriters. 

“2, Elimination as far as possible of 
misunderstanding and causes of com- 
plaint between members of the two 
groups, 


Ultimate Aim 


“It is hoped that the‘ work of the Na- 
tional Conference Group will lead ulti- 
mately to country-wide organization of 
joint state and local conference groups. 
The National Conference Group is not 
designed nor intended to override or 
substitute itself for state and local bar 
and life underwriters associations. 

“The lewyer members received with 
great interest a detailed presentation by 
the life underwriter representatives of 
the educational programs for life under- 
writers and the extensive efforts of all 
engaged in the business of life insurance 
to increase the knowledge and standards 
of life underwriters. The statement of 
principles of cooperation between attor- 
neys and life underwriters, adopted in 
1940 by the American Bar Association 
and the National Association of Life 
Underwriters, was accepted at the con- 
lerence group as a point of initial ap- 
proach to specific matters to be 
considered by the group. Discussion of 
specific problems proceeded on a frank 
and constructive basis, Sub-committees 
were appointed with instructions to re- 
Port to the October meeting on such 
subjects as a definition of pension, profit 
sharing and estate planning; ethical con- 
siderations to guide attorneys and life 
underwriters in their related interests in 
such planning programs; creation of 
machinery to disseminate the results of 
the conference group’s deliberations to 
life underwriters and attorneys through- 
out the country and to foster the crea- 
tion of state and local joint conference 
8roups; and the possible creation of 
machinery to receive and consider both 
Suggestions for improving cooperation 
between attorneys and underwriters and 
complaints concerning members of 
either group. 

This initial meeting was most en- 
couraging in its basic conception that 
Cooperative effort and sponsorship of 


deliberate programs to increase coopera- 
tion are as least as important to the 
underwriter, the attorney and the public 
as policing the occasional violation of 
proper rules of conduct by either under- 
writers or attorneys. Suggestions with 
respect to this joint conference group 
are welcome, and all correspondence 
addressed in care of the secretary of the 
joint group at 11 West 42nd Street, New 
York 18, will receive prompt attention 

“Reference is again made to our 194¢ 
midyear report (Lire AssociATION NEws, 
April 1946, page 659) for the purpose of 
once more drawing your attention to 
specific suggestions made for furthering 
this work. It is hoped that this proced- 
ure will continue to be followed. 

“The information received from local 
associations and individual members of 
this committee emphasizes the impor- 
tant benefits which were derived from 
planned cooperative activity during the 
past year with attorneys in _ cities 
throughout the country. The extension 
of these activities cannot be urged too 
strongly. 

“We recommend that this association 
formally signify its adherence to the 
plans of the National Conference Group 
by adoption of a companion resolution 
to that approved by the house of dele- 
gates of the American Bar Association 
on December 19, 1945 and that this co- 
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Industrial scene along Cleveland’s 
Cuyahoga River ore dock unloading 
area. 


committee of Equitable 
will be held in Cleveland next Saturday 
with Equitable’s president, F. W. Hub- 
bell, 


on 








operative eort be continued for the 
mutual benefit of life underwriters, at- 
torneys and the public whom they both 
serve. 


Advisory Committee to Meet 


A meeting of the agency advisory 
Life of Iowa 


in attendance. The company’s 
agency dinner will take place at the 
Hollenden and there will be about 100 
hand. Ray E. Fuller, agency vice- 
president, will be in general charge, and 
from the home office there will also be 
E. E. Cooper and E. E. Smith, assistant 
agency vice-presidents, A. Scott Ander- 
son, agency secretary, and Arnold Berg 
and George Hamlin, field supervisors. 


Executive Secretaries Confer 


The full-time executive secretaries of 
local associations who were in attendance 
at the convention held a breakfast confer- 
ence Tuesday morning for informal discus- 
sion of their common problems. 

Paul H. Conway, John Hancock, Syra- 
cuse, chairman of the committee on co- 
operation with trust officers, is still walking 
with two canes as a result of critical in- 
juries received in an automobile accident 
many months ago. At one time it was con- 
sidered very doubtful whether he would 
ever walk again. 
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Legislation Big Topic 
at Officers Dinner 


(Continued from page 7) 


methods of increasing the total member- 
ship—by increases in present associations 
and by organizing new ones. He took up 
the importance of extension work, a field 
in which the brunt of the work must na- 
turally fall on the state associations, and 
said that the National association has 
continued the appropriation which was 
placed in its budget last year to extend 
financial aid to the carrying on of such 
extension work and the organization of 
new associations. 

Several topics were taken up under the 
general heading of services that state 
associations can render to local associa- 
tions. John B. Ames, Lincoln National 
Life, president of the Michigan associa- 
tion, told of the outstanding success 
which has attended that association’s 
training school for local officers. He out- 
lined the considerations which led to the 
undertaking of the project, the mechanics 
of organization, how the courses are set 
up and the methods of instruction and 
training used. 


Regional Sales Congresses 

William H. Andrews, Jr., Jefferson 
Standard Life, Greensboro, former Na- 
tional association president, told of the 
success of regional sales congresses in 
that state. Formerly but one sale con- 
gress for the entire state was held by the 
state association, with an attendance of 
about 200. Several years ago a plan was 
adopted of holding a four-day congress 
in as many cities in different parts of the 
states on successive days. Now there is 
an attendance of from 150 to 200 at each 
of the four congresses, with a resultant 
great increase in interest in state and 








Sell Complete Protection 


North American Life agents are provid- 
ing their policyholders with complete 
personal protection — Life— Accident 
— Health — Hospitalization — Lifetime 
Disability Coverage. 


AGENCY OPENINGS IN 
Calif., Ga., Ill., Ind., Kan., Mich., 
Mo., Neb., N.J., N.D., Ohio & Wis. 


NORTH AMERICAN LIFE 
INSURANCE COMPANY 


OF CHICAGO 


C. G. Ashbrook, Vice Pres.-Supt. of Agencies 


North American Building, Chicago 3, Illinois 
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LINCOLN 


LIFE INSURANCE COMPANY 


Special Opportunity 


For men seeking agency 
opportunity with compensation 
contracts in 


Nebraska, Kansas, Iowa, Colorado, Wyoming, 


Montana and Idaho. 


1896 


H. J. Bamford, agency manager 


Lincoln, Nebraska 


Fiftieth Anniversary 


local association work and in the numbe 
of people taking an active part in assocjg, 
tion activities. 

He was followed by Jul B. Bauma 
Pacific Mutual Life, Houston, secretary 
of the National association, who reviewe) 
the tri-city congresses held in Texas fo, 
a number of years, with an outstandj 
program of speakers of national prom. 
inence, which probably set the pattern fo, 
other activities of that sort. Telling of th. 
fact that many Texans have to travel 1) 
or even 200 miles to attend a sales cop. 
gress, he said that instead of being 
“regional” in that area they should fy 
referred to as “empire” congresses, 

The “caravan plan”, originated in Cg). 
ifornia and taken up in some measure jp 
other states but not so far to anything like 
the extent that it is used in the state of 
its birth, was described by R. Edwiy 
Wood of San Francisco. It had its Origin 
in the idea that the associations in the 
larger cities really owed it to the smalle 
associations to share with them the 
greater amount of talent that they possess 
It has been employed in both northerp 
and southern California with the Say 
Francisco and Los Angeles associations 
supplying the programs for their respec. 
tive sections. A battery of speakers jg 
lined up and thoroughly rehearsed and 
trained, so that the whole performance 
runs as smoothly as a stage production, 
The caravan then makes visits to other 
associations in its area at times arranged 
to suit the convenience of the local asso- 
ciation and the speakers who compose 
the caravan. An official of the state asso- 
ciation is always included as a speaker, so 
that its work is brought to the attention 
of all the local associations in that way, 
Originally the speakers paid all of their 
own expenses on these trips, but now the 
state association makes quite a substantial 
contribution toward financing the project, 

Mr. McCarty described the way in 
which the annual meeting of the New 
York state association is set up, including 
the method of apportionment of dele- 
gates as between the New York City and 


(Continued on page 52) 
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N.A.L.U. Former Presidents 


Are Well Represented 


residents of the N.A.L.U. 

ere bee hand for the opening ses- 
who Weluded William H. Andrews, Jr. 
a son Standard Life, Greensboro, 
Je wit C. Vivian Anderson, president 
Mutual Life, Cincinnati; Charles C. 
Thompson, Metropolitan Life, Seattle, 
‘red; J. Stanley Edwards, Aetna Life, 

cet: ulian S. Myrick, vice-presi- 
of Mutual Life; Theodore M. 
Richie, Equitable Society, New York; 
Holgar J. Johnson, president Institute 
f Life Insurance; Charles I. Zimmer- 
pi Life Insurance Agency Manage- 
aot Association; Alexander E. Pat- 
terson, executive vice-president of Penn 
Mutual Life; Grant Taggart, California- 
Western States Life, Cowley, Wyo.: 
George E. Lackey, Massachusetts 
Mutual Life, Detroit: John A. Wither- 


spoon, vice-president Volunteer State 
Life. 





Roberts’ Rules of Order 
Presented to Anderson 


In recognition of the sometimes tum- 
ultuous situation from a parliamentary 
standpoint which developed in the dis- 
cussions at the national council sessions 
in connection with the mid-year meeting 
of the National association in Omaha, 
and in which C. Vivian Anderson, Provi- 
dent Mutual Life, Cincinnati, had a 
prominent part, the formal presenta- 
tion to Mr. Anderson of a copy of 
Roberts’ Rules of Order was made a 
special feature at the council meeting 
Monday. 

President Connell called on Grant 
Taggart, California-Western States 
Life, Cowley, Wyo., also a former 
N.A.L.U. president, to escort Mr. 
Anderson to the platform, where he 
made the presentation, calling his 
especial attention to the rule which pro- 
vides that no member who already has 
spoken tq a question may claim the 
floor ahead of others who may desire 
to be heard. 

The book contained an inscription of 
presentation, signed by all of the offi- 
cers and trustees, 17 in all, and Mr. 
Connell said they extended to Mr. 
Anderson an affectionate greeting, “in 
spite of the way we were treated.” 

In his response Mr. Anderson con- 
tended that the presentation in reality 
merely constituted the return of a 
similar volume which he had loaned to 
some other member of the N.A.L.U. 
official family a number of vears ago 
and has never been able to get back. 





Big Lincoln National Tournament 


There is a large turnout of Lincoln 
National Life field men for whom a din- 
ner is being given Wednesday evening. 
Present from the home office were A. L. 
Dern, vice-president and director of 
agencies; Willard Brudi, agency auditor, 
and A. H. Hammond, superintendent of 
agencies. 





Gay, Maher John Hancock Hosts 


The John Hancock dinner to be given 
at the Hollenden Wednesday night is 
expected to attract a group of about 125, 
and will be presided over by Clyde F. 
Gay, vice-president, and Frank Maher, 
director of agencies. 





Five From Guardian Home Office 


Five home office officials of Guardian 
Life of New York met at dinner with 
a large group of the company agents. 
President James A McLain presided, 
Others of the official family were John 
Slattery, agency director; George A. 
Mendes, agency director; F. F. Weiden- 
borner, agency vice-president, and 


Charles J. Robinson, director of public 
relations, 












Hotel Locations Discovered 
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STATE MUTUAL LIFE 
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of Worcester, Massac husetts 
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REETINGS from AN OLD COMPANY 
WITH A YOUTHFUL OUTLOOK 


The State Mutual Life Assurance Company of Worcester, Massachu- 


setts welcomes you to the 57th Convention of the National Association 


of Life Underwriters. 


State Mutual has been serving the people of Ohio for more than one 


hundred years. 


Cleveland being the host city, we salute our General Agent, W. Allen 


Beam, and his able associates who join us in wishing both delegates and 


CHARTER:‘ED 


guests a memorable visit. 


1844 NOW IN ITS SECOND 


CENTURY 
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LIFE * ACCIDENT & HEALTH - ANNUITIES - GROUP 


Greetings 


Officers and Members of the National 


Association of Life Underwriters: 


Congratulations on your splendid 
achievements of the past year. 

May this, your 57th Annual Con- 
vention, mark the beginning of yet 
another page in your brilliant record 
of constructive ‘service to your pro- 
fession, to the institution of life in- 


surance and to the American public. 


* 


PACIFIC MUTUAL 


LIFE INSURANCE COMPANY 


HOME OFFICE: LOS ANGELES, CALIFORNIA 








DL TS COREA Ko Fo 





Opportunity! 


Survey Year's Efforts to 
Help Veterans Keep NS LI 


The committee on veterans’ affairs, 
John D. Marsh, chairman, reported the 
work done by the N.A.L.U. during the 
time since hostitilities ended toward aid- 
ing veterans to see the advantages of 
retainng their government insurance. 
The report follows: 

“Last fall, shortly after V-J Day, a 
problem which the national association 
had been watching for some time sud- 
denly came into sharp focus. The na- 
tional association had gone on record in 
1944 as urging all servicemen to retain 
the maximum of their National Service 
Life Insurance. While they were in the 
service, this was no problem, since mem- 
bers of the armed forces automatically 
pay their insurance premiums through 
the allotment system. But as_ the 
stream of separations increased last fall 
it was seen that this was no longer 
purely a military problem but a civilian 
problem which life underwriters faced 
daily. 


The Problem 


“It became obvious immediately that 
life underwriters could not counsel 
veterans on their National Service 
Life Insurance—which had so many 
small differences from commercial in- 
surance and which involved different 
procedures — without equipping them- 
selves educationally to do a thorough 
job. Consequently, the national associa- 
tion created a special committee on 
veterans’ affairs and assembled at its 
headquarters a division of veterans’ af- 
fairs. 

“Despite the intricate planning that 
had to go into such a large job, it was 
imperative that th emajor part of the 
work be begun immediately. The first 
task was to urge the appointment of 
veterans’ affairs committees by all local 


Congratulations 


and state associations. To date, mog 
than 450 such groups have been Created, 


Material Furnished 


“Second, it was necessary to equi 
local associations with implements for 
a series of seminars, designed to educate 
life underwriters in the fundamentals of 
National Service Life Insurance. Tn 
September there was forwarded to the 
veterans’ affairs chairmen of all local ang 
state associations a complete 150-page 
kit designed to give them all the jp. 
formation necessary for a_ successfyl 
series of semi-nars. The kit includeg 
ideas on how to assemble a faculty, hoy 
to teach the various subjects, wha 
texts should be used for students, hoy 
to derive the best public relations te. 
sults from the meetings, and how t 
carry the veterans’ affairs activity over 
as a semi-permanent part of the associa. 
tions’ efforts. It also included the de. 
tailed teaching outline and series of six 
booklets for the use of the faculty and 
students. 

“Since the issuance of this kit, more 
than 410 associations have reported that 
they have held seminars, utilizing more 
than 750,000 pieces of printed matter 
sent them from national headquarters, 
The total attendance at these meetings 
was in excess of 42,000. 

Flying Squadron 

“To stimulate the project nationally 
and to provide additonal factual informa. 
tion for members on National Service 
Life Insurance, the N.A.L.U., in coop. 
eration with the veterans administration, 
sponsored a ‘flying squadron’ composed 
of three life underwriter-veterans who 
are now executives of the veterans aé- 
ministration. In 26 meetings, the ‘flying 
squadron’ appeared before more than 


We have excellent openings in the following 
territories for General Agents and consistent 
producers: 


N. A. L. U. 


That day is gone when an agency manager 


Ohio 
Oklahoma 
Texas 
Virginia 


Kansas 
Maryland 
Missouri 
Nebraska 
District of Columbia 


Arizona 
Illinois 
Indiana 
Iowa 


handed his new man a ratebook and a fistful of 
applications and sent him out with a pat on the 
back to ‘‘write up”? some business. That method 


; : . . has been replaced by the present system of care- 
You will be especially interested in our 


Complete Coverage Package Plan. Also our 
unique Miracle Letter Lead systern. And, above 
all else, in knowing how you can create $1,000 
in renewals the second year by averaging only 
three Package Plan sales weekly and how in 
five years you can have an income that will 
make you financially independent. Corres- 
pondence Confidential. 


ful selection and thorough training which has 
brought about the ‘“‘career underwriter.’’ Much 
of the credit for current high standards which 
obtain today in the agency end of this business 
may be laid at the door of the National Associa- 
tion of Life Underwriters. We congratulate this 
virile association on the occasion of its Fifty- 


Seventh Annual Convention at Cleveland. 
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10,000 life underwriters and their guests. 
“Because the seminars could not 
answer all questions and problems 
brought to life underwriters by veterans, 
there was established at N.A.L.U. head- 
ters a clearing house for questions 
h could not be solved locally. Dur- 
year, more than 1,000 requests 
by letter, wire and telephone reached 
national headquarters. Every effort was 
made to answer them satisfactorily. 


Bulletins Issued 

“Since the 79th Congress passed laws 
affecting veterans continuously during 
its lifetime, it became necessary for your 
committee and the division of veterans’ 
affairs to keep life underwriters in- 
formed of all changes in laws and gov- 
ernment regulations affecting the vet- 
eran, In pursuance of that policy, 18 
bulletins have been sent out by this 
committee since its inception. Local 
chairmen have been advised immediately 
of all new or amended material and it 
has been suggested to them that they 
immediately disseminate such informa- 
tion to their members and to all other 
interested life underwriters. 


Liberalization 

An example of this activity occurred 
on August 1 when President Truman 
signed the bill liberalizing the provisions 
of National Service Life Insurance. A 
bulletin analyzing the new law was dis- 
patched to all local and state associa- 
tions within eight hours. As a matter 
of fact, life underwriters were the first 
major group to receive full information 
on the new law. 

“Important among the activities of 
the committee was the development of 
means to put the knowledge gained by 
life underwriters at seminars and other 
meetings to its fullest possible use. To 
accomplish this and to show the agent 
how he might fit into veterans informa- 
tion and service centers, all local asso- 
ciations were equipped with two book- 
lets outlining ideas for this cooperative 
venture. More than 300 local associa- 
tions have stated that their committees 
now function as a part of local veterans 
service centers. 

“It was the final objective of the com- 
mittee to disseminate the information 
we have discussed among all life under- 
writers, and not limit it to members of 
the association. A vast majority of the 
meetings held in conrection with Na- 
tional Service Life Insurance followed 
this objective and admitted non-members 
and representatives of other organiza- 
tions freely. 

“In addition to major objectives of 
the committee, several corollary jobs 
were performed. For example, serious 
exception was taken by life insurance 
agents to war department corculuar 228, 
issued on July 28, 1945, directing that 
no representatives of a life insurance 
company might be admitted to an army 
installation without submission of writ- 
ten evidence of a prior appointment 
having been made with some specified 
member o fthe miltary personnel at that 
station. The above circular was rescind- 
ed by paragraph V of war department 
circuluar 104 dated April 10, 1946. The 
status of life underwriters in elationship 
to army installations is now exactly the 
same as that of all other individuals. 
Institute Aid 
“The widespread activities of the In- 
stitute of Life Insurance have over the 
last year been of immeasurable assist- 
ance to your committee. The institute 
has Continuously publicized the veterans’ 
affairs work of life insurance agents, 
bringing its public relations program in 
this field to a climax with an advertise- 
Ment which appeared during the week 
of July 8, 1946, in magazines and news- 
Papers with a total circulation of over 
40 million. This advertisement, besides 
helping veterans answer the more per- 
Plexing questions on their government 
imsurance, spotlighted the work done by 
life underwriters everywhere. 

_No review of activities of the com- 
mittee on veterans’ affairs would be 
complete without reference to the whole- 


quar 
whic 
ing the 


hearted cooperation given us by the 
veterans administration. General Omar 
N. Bradley, Harold W. Breining, the 
assistant administrator for insurance, 
and Vaughn W. Summers, chief of life 
insurance conservation, have all given 
their fullest aid and encouragement to 
the progress of the N.A.L.U. program. 
Considering the massive problems with 
which the veterans administration has 
been coping, its manpower situation has 
not yet reached a point where it can 
begin to relieve the life underwriters 
completely of the rsponsibility of coun- 
selling veterans on their insurance. All 
members of the VA staff have, however, 
been aware of the job being done by 
the organized field men, and they have 
assisted it at every step. 


Legislation 

“On August 1, 1946, more than a year 
after legislation was originally intro- 
duced, congress passed and President 
Truman signed a bill to liberalize Na- 
tional Service Life Insurance. This bill 
added endowment forms, broadened 
beneficiary provisions, provided four 
options—including lump sum settlement 
—and added monthly disability benefits 
upon payment of an extra premium. 
Each association has been furnished with 
a complete digest of the new law. 


“Because the veterans administration 
led in insisting on the essential sound- 
ness of this law, it did not become nec- 
essary for the national association to 
consider entering its own testimony on 
the subject. However, your committee 
was in constant contact with those fram- 
ing the legislation and continued on the 
alert during the progress of the bill 
through the committee and on the floor 
of congress. 

“It is probable that this bill is the 
final major piece of legislation that will 
have to be passed on National Service 
Life Insurance. While it is difficult to 
foresee what other measures may be 
brought up on the subject, this legisla- 
tion made NSLI so close a parallel to 
U. S. Government life insurance that it 
is thought that further legislation will 
not be considered for the congress in 
the near future. 


Job to Be Done 

“It is recommended by your commit- 
tee that veterans’ affairs work in local, 
state and national associations continue 
for at least another year. The jobs to 
be done today are almost as important 
as the original tasks that faced our com- 
mittee when it was constituted last year. 
Among these jobs are: 

“1. The changes in National Service 
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Life Insurance referred to above make 
it imperative that refresher meetings be 
held by all local associations. The life 
underwriter who was well informed on 
National Service Life Insurance in June 
is not necessarily fully aware of the 
situation today. The changes brought 
about by the new legislation make addi- 
tional study almost mandatory. Most 
of the objections raised by veterans to 
National Service Life Insurance have 
been overcome by the new amendments, 
and many veterans who have been un- 
decided about what to do with their 
government protection will now be able 
to take positive steps. They will still 
need the help of life underwriters in tak- 
ing those steps. 

“2. The prestige of the agent in his 
community has been considerably en- 
hanced by the organized work he has 
done for veterans. The veterans’ service 
centers are still in operation; military 
and naval installations need his assist- 
ance more than ever before. With the 
rescission of war department circular 
228, referred to above, many army com- 
manders are inviting life underwriters 
on their posts to assist in solving the 
government and commercial insurance 
problems of military personnel. In 
some cases, suggestions have come from 
highest headquarters that this course be 
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taken. Local associations should be or- 
ganized to take advantage of such oppor- 
tunities, in addition to the opportunities 
that they have all accepted as service 
centers. 

“3. While the question of government 
insurance for war veterans seems now 
to have been settled, there is still the 
very real problem of insurance coverage 
for the peacetime army, including both 
the regular army arfad trainees. To 
continue National Service Life Insur- 
ance indefinitely, particularly for trainees 
who will be in the services only a short 
time, means providing government-sub- 
sidized life insurance for practically 
every able-bodied male and sending him 
back to civilian life endowed with an 
insurance estate that may take him out 
of the market for private life insurance 
for some time. The national association 
has expressed itself as being opposed to 
this. The association agrees that it is 
certainly the government’s obligation to 
provide indemnification for a loss of life 
in the armed services and also for loss 
of earning power due to disability, 
whether during the period of service or 
later as a result of such service. How- 
ever, we should not lose sight of the fact 
that life insurance provides a much 
broader coverage than the government 
is obligated to furnish under the con- 
cept just stated. For instance, the gov- 
ernment is not obligated to furnish a 
lifetime savings plan, such as permanent 
life insurance plans provide. It is not 
obligated to provide old age income for 
the purchase of such income either 
through endowment or the cash values 
of permanent plans of life insurance. 
As one authority, not in the life insur- 
ance business, has put it: ‘Since the 
premiums for National Service Life In- 
surance contain no administrative costs 
whatsoever, the following illustration 
could be considered as a parallel: If the 
separated serviceman takes his low-cost 
insurance home with him for retention 
on a permanent basis, with logic and 
fairness permanent post exchanges might 
be set up countrywide where former 
servicemen could buy groceries, cloth- 
ing, jewelry, etc., at cost, the cost not 
to include rental charges, clerk hire, 
utilities or interest on inventory, but 
merely the direct wholesale cost of the 
merchandise.’ It is probable that this 
association will in the future want to 
ioin with other organizations in urging 
that the government indemnification 
program be placed on a realistic basis. 
For this reason, if for no other, it is 
hoped that all state and local groups, as 
well as the national association, will 
continue to keep their veterans’ affairs 
machinery working in high gear. 

“This committee would be remiss if 
it did not express appreciation to the 
Insttute of Life Insurance, the joint 
committee on National Service Life In- 
surance of the Life Insurance Associa- 
tion of America and the American Life 
Convention, and particularly the veter- 
ans administration for the assistance 
they have lent us in this nationwide 
program. 

“Finally, the people who have held in 
their hands the success of the national 
association’s veterans’ affairs program— 
as indeed they do of every N.A.L.U. 
program—are our state and local lead- 
ers, committee chairmen and their as- 
sistants. They have responded nobly! 
No committee, going deep into the ac- 
tivities of every local association for 
counsel and assistance, could have asked 
for more enthusiastic cooperation. 

“The veterans’ affairs program of the 
N.A.L.U. is a success because the life 
underwriters of America wanted it to be 
a success. They stand shoulder to 
shoulder to aid the veteran.” 


Cummings, Bragdon to Speak 


Vice-president Harold J. Cummings 
and Agency Superintendent E. 

3ragdon of Minnesota Mutual Life will 
speak at a dinner of the companys 
agents Wednesday evening. There will 
be about 30 in the group. 


——————__ 


On Hand 


es 








P. M. MONAHAN 


P. M. Monahan, Toronto manager of 
Canada Life, president of the Life 
Underwriters Association of Canada, and 
Leslie N. Dunstall, executive secretary, 
were the official representatives of that 
organization at the Cleveland meeting, 
They also attended the meeting of the 
Million Dollar Round Table last week 
at French Lick, Ind. 


Florida Members Report 
Two Locals Are Under Way 


Reports from Florida indicate that 
activity in that state is livelier than ever, 
and that plans now shaping up call for 
two new local associations to be organ 
ized before many weeks go by. 

Robert L. Walker, Peninsula Life, 
Orlando, president Florida association, 
says new associations are planned at 
Key West and at Belle Glade, some 0 
miles west of Palm Beach. 

The Key West association will have 
a war-swollen population of around 
40,000 upon which to draw for member- 
ship. That proposed group is expected 
to have a charter membership of 
around 25. 

The Belle Glade association will be 
organized by the president of the Palm 
Beach association, H. H. Hampton, 
Manager Gulf Life, and the Palm Beach 
members. Plans for that association 
were initiated just since the present 
national gathering convened. The Palm 
Beach association has been unable to 
serve only about 35% of the life insur 
ance men qualified for membership in 
the county, chiefly because of the dis- 
tance of some of the communities from 
Palm Beach. With an association at 
Belle Glade, or some other appropriate 
community on Lake Kenotchee, associ 
ation membership and benefits will be 
available to the remaining life producers 
in that area. 





Union Central Is Host 


It is expected that there will be about 
100 at the Union Central Life dinner to 
be held Wednesday night at the Statler, 
details of which were arranged by 
McCullough, Cleveland manager. Wer- 
dell F. Hanselman, vice-president, i 
present from the home office accom- 
panied by Harold P. Winter, assistant 
vice-president, and Clyde W. Fergusom 
assistant superintendent of agencies. 





Robin C. Ware, manager ordinary 
department and E. H. Speckman, Jt 
assistant manager ordinary department 
Kentucky Central Life & Accident, are 
representing that company at the Cleve 
land meeting. 
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Social Security Report 
Cites Paradox 


(Continued from page 10) 


its direct and collateral elements. It is the 
considered opinion of this sub-committee 
that these complications and the facts from 
which they stem should be submitted to 
our members, particularly our many new 
ars. 
ity, in preface, ‘it should be pointed 
out that the problem of extension of OASI 
coverage to commission agents affects only 
the self-employed agent, since all others are 
already qualified as employees under the 
social security system. Further, this re- 
rt does not concern unemployment insur- 
ance benefits of the federal social security 
act since, by that law, life insurance com- 
mission agents are specifically excluded 
from such coverage. 


History of Association Activities 

“Many of our members will recall, and 
the remainder should know, that at the 
1943 annual convention in Pittsburgh, the 
national council determined that this asso- 
ciation could not, and should not, seek 
special class legislation to include the com- 
mission agent within the OASI provisions 
of the social security act. Study of the 
problem continued and the entire matter 
was reviewed at the midyear meeting in 
Buffalo in March, 1944, at which time it 
was decided to ascertain by a poll, how 
many of our members were then covered 
under the social security act, how many con- 
sidered themselves to be individual con- 
tractors, how many desired to be covered 
under the act, and how many felt that all 
self-employed, including the commission 
agent, should be covered by amendment of 
the act. Three separate surveys were con- 
ducted which were considered to reflect a 
fair cross section of the then coverage and 
the opinion of our members. It appeared 
that approximately 50% of our members 
were then covered. The majority felt that 
coverage should be extended to include all 
self-employed. The results of this survey 
were analyzed and published by this asso- 
ciation in “A Report and Summary of a 
Social Security Survey,” dated September 
1, 1944. 

“During all of this period, this sub-com- 
mittee was represented ,in meetings with 
the joint social security committees of the 
company associations. In February, 1945, 
a statement on social security was issued 
jointly by these three committees, a basic 
principle of which was the need for exten- 
sion of OASI benefits to all workers, in- 
cluding the self-employed, by appropriate 
amendment of the social security act. 

“On April 3, 1946, the chairman of this 
sub-committee appeared before the ways 
and means committee of the House of Rep- 
tesentatives to testify with respect to the 
problems of the commission agent and to 
present a memorandum expressing the posi- 
tion of this association with respect to 
changes in the OASI provisions of the 
social security act. The entire memorandum 
was published in Life Association News for 
April, 1946, 


Memorandum Quoted 


““Extension of coverage to all gainfully 
employed would answer the question now 
in the minds of many citizens as to whether 
or not they are covered by the OASI pro- 
visions of the present act. As an example, 
may we cite the position of the self-em- 
ployed life insurance agent in the United 
States who is compensated solely by com- 
missions. The act as amended in 1939 has 
deen generally interpreted to mean that as 
independent contractors such self-employed 
commission agents were not covered. Re- 
cently, however, by court decisions and in a 
number of instances by administrative action 
of the social security board or its field 
officers, such presumably — self-employed 
agents have been declared to be covered 
under OASI. Because of these conflicting 
opinions and because our surveys show that 
such self-employed agents desire to be cov- 
ered by OASI, we hope the congress will 
extend such coverage to include them.’ 

Your committee, trustees, and national 
council were of the opinion that legislation 





specifically extending coverage to all gain- 
fully employed persons, including the self- 
employed, would be the most desirable and 
direct method of establishing OASI cover- 
age of all agents compensated solely by 
commissions. Your committee maintains 
this conviction. However, your committee 
has kept abreast of all developments in the 
field and as will be indicated below has care- 
fully examined into the legal and other im- 
plications of these developments. In this 
study, your committee has been aided by the 
legal opinion of its counsel and the head- 
quarter's staff attorney, by inquiry into the 
policy and procedure of the federal security 
administration, and by continuation of the 
conferences with the representatives of the 
company associations. 


Current Factors Listed 


“The Congress. Your sub-committee in 
its statement to the House ways and means 
committee in April, 1946, made recommen- 
dations which may be summarized as 
follows: 

“(1) Extension of OASI coverage to all 
gainfully employed persons; (2) Appropri- 
ate provision for veterans of World War 
II; (3) Modifications of the benefit formula 
and minimum benefit provisions; (4) No 
extension of the social security act to 
cover the temporary or permanently dis- 
abled individual; (5) Modification of the 
earnings test after age 65; (6) Further 
study concerning change of the retirement 
age for women; (7) Establishment of a 
long-range method for financing OASI. 


Amendments 


“The 1946 amendments to the social 
security act passed by the congress and 
signed by the President of the United States 
provided in general for a freeze of the exist- 
ing tax rate at the present level of one per- 
cent on employers and on employees; re- 
vised upward the assistance benefits to the 
dependent aged, blind, and children ; brought 
certain maritime workers under unemploy- 
ment compensation; and provided survivor’s 
insurance for the next three years for the 
survivors of world war II veterans who 
may die in that period. The remaining 
amendments were of a miscellaneous nature 
not affecting any portions of the above 
recommendations. It will be seen, there- 
fore, that only recommendation (2) of this 
association has been the subject of con- 
gressional action. 

“In making its recommendations to the 
house ways and means committee, your 
social security sub-committee not only was 
motivated by its conviction that remedial 
legislation is the most satisfactory solution 
for the commission agent; it was hopeful 
of the attainment of its objectives, especially 
in the light of the so-called Calhoun report 
which was the result of a prolonged study 
of the social security problems by the Cal- 
houn committee established in 1945. The 
course of congressional hearings indicated 
the seriousness which the congress ascribed 
to the administrative difficulties inherent in 
the extension of social security coverage to 
the self-employed and other groups now 
excluded under the provisions of the social 
security act. The failure of the congress to 
adopt legislation extending coverage to all 
workers may be taken to indicate, at least 
in part, that it was not considered that 
satisfactory solution of these problems had 
been worked out. Just prior to adjournment, 
the senate authorized appointment of an 
advisory council to conduct an exhaustive 
study of the social security act and report 
to the Senate committee on finance. This 
committee cannot be expected to report 
until well into 1947. It must therefore be 
considered as fairly certain that the desired 
amendments of the social security act will 
not be passed before 1947 and it is con- 
sidered highly possible that the same ad- 
ministrative difficulties which attained sig- 
nificance in 1946 may not have been resolved 
by 1947 and will again persuade the con- 
gress not to act to extend social security 
coverage to all workers, including the self- 
employed. 


Rulings 

“Social Security Board Rulings. Concur- 
rently with our legislative activity this sub- 
committee has watched and studied the pro- 
ceedings before the social security board 
which affected the commission agent. Per- 
haps the widest known of these matters 
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The Shenandoah Life Insurance Company is 
proud of its affiliation with the NALU that is suc- 
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were the Shirley and Johnson cases, in both 
of which the social security board found 
that the individual concerned was an em- 
ployee in covered employment for OASI 
purposes. Without laboring specific cases, 
it may be stated in general that the social 
security board is charged with administer- 
ing the OASI law, including the determina- 
tion of which individuals qualify under the 
law as covered employees. The Treasury 
Department is charged by separate statute 
with the collection of the social security tax 
from covered individuals and their em- 
ployers. The execution of these responsibil- 
ities by the two government administrative 
agencies has led to confusion. In individual 
cases, the social security board has held 
that commission agents were covered under 
OASI. In each such case, the contract, 
course of conduct, and surrounding circum- 
stances concerning the individual have been 
considered and interpreted by the board 
when arriving at a decision as to whether 
the agent is within the operation of the act. 
In some cases, federal courts have sustained 
the decision of the social security board 
that an individual agent, operating under a 
commission contract, is in ‘covered employ- 
ment’. On the other hand, the Treasury De- 
partment has maintained, and, so far as 
published rulings show, continues to main- 
tain that the life insurance commission 
agent cannot be included under the defini- 
tion of ‘employee’, so that neither he nor 
the company he represents is liable for 
social security taxes. This is, of course, an 
anomalous and highly confused situation. 

“While it is not desired to burden this 
report with technical discussion, it should 
be explained that the Treasury Department 
in its ruling apparently stands on the old 
common law principles covering a master- 
servant relationship and, therefore, excludes 
the commission agent for purposes of tax 
collection. The social security board on the 
other hand appears to tend toward a less 
rigid test to determine the employer-em- 
ployee relationship, following the principles 
laid down by the United States Supreme 
Court in the so-called Hearst case. 


Statute of Limitations 


Social Security Act. In the light of the 
social security board decisions granting 
coverage to individaul agents, that portion 
of the social security act which is the 
statute of limitations for OASI purposes 
becomes of especial importance. It will be 
recalled that for some benefits under the 
act, such as the insured’s primary (or 
retirement) benefit and a 65-year-old wife’s 
or widow’s benefit, the insured-employee 
must be ‘fully insured.’ For other purposes, 
such as aid to a surviving child under 18 
and to a widow left with a child or children 
under 18, the insured-employee must have 
been either “currently insured” or ‘fully 
insured’ at the time of his death. The term 
‘fully insured’ means that the indivdual has 
an established record of covered employ- 
ment for forty calendar quarters or for half 
the quarters since January 1, 1937. The 
term “currently insured” means that the 
individual at time of death was in covered 
employment not less than six of the twelve 
calendar quarters preceding the one in 
which he died. 

“The statute of limitations referred to, in 
effect, prevents an individual from estab- 
lishing his coverage with the board for a 
longer period than the year in which he 
makes his application and the four calendar 
years preceding that year. In other words, 
an application filed any time in 1946 can 
be extended back through 1942, thus estab- 
lishing coverage of the individual for at 
least one-half of the quarters since Janu- 
ary 1, 1937. After December 31, 1946, the 
individual will be prevented by operation 
of this portion of the act from establishing 
his coverage during 1942. It is obvious that 
this will seriously affect the qualification of 
the individual and his survivors as ‘fully 
insured.’ 


Possible Association Procedure 


“In the light of all of the foregoing facts, 
this sub-committee has carefully surveyed 
the lines of action open to this association 
which, separately or in combination, appear 
to be as follows: 

“(1) Before the Congress: This associa- 
tion can (a) Continue its effort to secure 
legislation on the basis of its past repre- 


—_—_# 


sentations to the congress; or (b) 
special class legislation bringing the 
mission agent within the OASI proyig 
of the social security act; or (c) Stumeid 
the presentation it has made to the Hag 
ways and means committee. 

“Comment: It has been the fixed pos 
of this association to oppose, and never 
seek, special class legislation. This te 
seems sound and, at all events, it js 
believed that deviation from this soft 
would be productive of the desired result 
concerning this matter. As was g 
above, this sub-committee still holds the 
conviction that the most desirable and dj 
remedy for the commission agent is legis. 
tion extending the OASI provisions to al 
workers. It, therefore, follows that 
committee is of the opinion that the efforts 
to persuade the congress to adopt such Dro. 
visions should be continued. 

“(2) Before the Social Security Boarg. 
This association might attempt to persuag 
both the social security board and the trey. 
ury department to amend their regulation, 
by establishing a definition for employe 
in accordance with the doctrine of th 
Hearst case. 

“Comment: The social security board js 
now apparently acting within this doctrin 
in its consideration of individual cases, The 
treasury department’s position results mere. 
ly in non-collection of taxes from the com. 
mission agent and his employer even after 
the social security board has found th 
agent to be covered under the act. This js 
an anomalous situation but it is understoof 
that the matter has been considered by the 
two federal bureaus involved and it is not 
believed that representatives by this asso. 
ciation would either add anything new to 
the considerations of these federal agencies 
or extend any advantage to the commission 
agent. 

Weighing the direct and indirect effects 
upon an agent of procuring a determination 
by the social security board, upon his ind. 
vidual application, that he is covered under 
the OAST provisions of the social security 
act, there are possible advantages and dis 
andvantages accruing to the agent, the more 
significant of which may be stated a 
follows: 


Advantages 


“Advantages: (a) If the agent himself 
presents to the Board all the facts con- 
nected with his contract and employment, 
his widow and other dependents are re- 
lieved from this burden in the event that 
he dies; (b) By applying to the Social 
Security Board for determination of his 
status before December 31, 1946, the agent 
may establish himself as “fully insured” as 
of that date; (c) By such application the 
agent may establish himself as ‘currently 
insured’, to the advantage of his dependents 
in the event that he dies leaving his widow 
and a child or children under 18 years of 
age; (d) Those past 65 and retired, or the 
wife or other survivor of a deceased agent, 
may establish immediate eligibility for 
OSAI benefits; (e) By establishing his 
eligibility and wage record back through 
1942, the agent will avert further dilution 
of the ultimate benefits which may be paid 
to him. This dilution results from the 
present ‘benefit formula’ which averages 
the wage record back to January 1, 1997. 

“Disadvantages: (f) A possible claim for 
present and past taxes may arise with re 
spect to both the agent and his company, 
due to change in the present position of the 
treasury department; (g) Establishment ot 
his OASI status as an ‘employee’ may ¢ 
tail some loss of the traditional position 0 
the commission agent that the present de 
cisions of the social security board do not 
constitute a determination for all purposes 
that the agent is an employee of his com- 
pany; (h) There is doubt whether the 
OASI benefits payable to a retired agett 
after 65 would be subjéct to deduction m 
any month in which he received $15 of 
more in renewal, per sistency or servict 
commissions. An opinion of the bureaw of 
old-age and survivors insurance indicates 
that the test as to renewal commissions 
be whether the ‘employer-employee’ Tek 
tionship continues; and further, as to Der 
sistency or service commissions, addit 
tests will be whether or not payment 1s # 
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(Continued on page 52) 
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GREETINGS 


to 


N. ALL. U. 
Members 


We of Bankers Life 
of Nebraska are 
proud to have a part 
in an undertaking the 
objective of which is 
the security and pro- 
tection of the Ameri- 


can family. 


Since 1887 
“Building Family Security” 
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a 








Spirited Discussion of N. Y. 
Resolution on Compensation 


At a spirited meeting of the agents com- 
pensation committee, presided over by Al- 
fred C. Duckett, Northwestern Mutual, 
Los Angeles, chairman, the resolution 
passed recently by the New York associa- 
tion, calling for definite changes in the 
agents compensation system, was read and 
served as a basis for discussion. The point 
at which renewals should become vested 
was a subject of lively debate during the 
course of which one speaker said that gen- 
eral agents in New York City are allowed 
by their companies to determine the time. 


May Change N. Y. Law: Connell 

National President Clancy D. Connell 
brought the meeting to attention when he 
expressed the opinion that the New York 
law governing the amount that may be 
spent to put business on the books could be 
revised and liberalized in the future. He 
said that it had remained unchanged from 
its passage in 1906 until about five years 
ago, when it was altered to permit the pay- 
ment of service fees to agents at five-year 
periods. Mr. Connell said that having been 
altered once to meet changed conditions, he 
felt it to be possible that the law might be 
amended again so as to permit the com- 
panies in New York state to pay persistency 
fees, vested renewals and to adopt compre- 
hensive retirement plans. 


“Persistency Bonus” Favored 

It was agreed that the term persistency 
bonus should be used rather than service 
fee. One speaker remarked that while the 
New York companies had contended for 
years that they were paying agents the 
maximum compensation allowed under the 
law, yet several of those same companies 
had adopted retirement pension plans re- 
cently. “How could they do this if they were 
already paying the maximum permitted by 
the law?” the speaker asked. 





Cleveland Association’s 
Convention Setup Efficient 


A very efficient organization was set up 
by the Cleveland Life Underwriters Assn. 
to handle all convention. The association 
officers are: President, Donald E. Hanson, 
Aetna Life; First Vice-President, John N. 
Lenhart, New England Mutual; Second 
Vice-President, Frank L. Taylor, Mutual 
Benefit; Treasurer, Leo Driscoll, John 
Hancock; National Committeeman, Lloyd 
H. Feder, Reliance Life; Executive Secre- 
tary, Thelma L. Rudgers. 

The Convention Executive Committee is 
headed by Edward L. Reiley, Penn Mutual 
Life, as Chairman, with Frederick N. 
Winkler, Mutual Benefit Life, Co-Chair- 
man. Other members are Leo Driscoll, John 
Hancock; Henry E. Haiman, Northwestern 
Mutual; Donald E. Hanson, Aetna Life; 
Clarence E. Pejeau, Massachusetts Mutual ; 
R. A. Wesselmann, New York Life. Com- 
mittee Chairmen: Attendance, Harold R. 
Hostettler, Reliance Life; Chartered Life 
Underwriters, Earle W. Brailey, New Eng- 
land Mutual; Decoratons, George H. Plante, 
John Hancock; Entertainment, Clarence E. 
Pejeau; Finance, R. A. Wesselmann: Gen- 
eral Agents and Managers, Lloyd H. Feder; 
Hospitality, W. Allen Beam, State Mutual ; 
Hotel Reservation, Stanley H. Watson, 
Equitable Society; President’s Reception 
and Ball, Frank L. Tavlor, Mutual Benefit ; 
Press and Publicity, Frank L. McFarlane, 
Northwestern Mutual; Registration, Leo 
Driscoll; Sergeant-at- Arms, Jack A. 
Stewart, Phoenix Mutual; Women Under- 
writers, Miss Helen B. Rockwell, National 
Life of Vt.; Women Guests, Mrs Warren 
H. Smith. 


Jeff. Standard Cocktail Party 


Jefferson Standard Life is giving a cock- 
tail party Wednesday afternoon at the Hotel 
Cleveland. Its home office contingent in 
attendance at the convention includes Julian 
Price, chairman; Ralph Price, president; 
J. H. White, vice-president; Karl Ljung, 
agency manager; R. B. Taylor, assistant 





agency manager: J. M. Bryan, vice-presi- 
dent, and W. H. Andrews, Jr., former 
president, 


N.A.L.U. home office agency 


manager. 











Congratulations 








To the management of | 


THE NATIONAL ASSOCIATION 
FOR THEIR VIRILE LEADER- 
SHIP IN THIS MOST IMPOR- 
TANT PERIOD IN THE 
BUSINESS OF LIFE INSURANCE. 








GUARANTEE MUTUAL LIFE 


ORGANIZED 1901 


A. B. OLSON, Vice Pres. Omaha, Neb. 
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THE VOLUNTEER STATE 
LIFE INSURANCE COMPANY 


Founded 1903 


&: il 


The Company with the 
Fieldman’s Viewpoint 


This fact is clearly reflected in our 1946 record. 


Increase in paid business for the first 
seven months of 1946 over the first 








seven months of 1945........ 67.3% 

Net increase in insurance in force 

during the same period........ 6.6% 
x * 


Life Insurance In Force in Excess of 


$129,000,000 


Assets in Excess of 
$36,000,000 | 


= = 


Home Office 
Chattanooga, Tennessee 








CECIL WOODS JOHN A. WITHERSPOON 








President V. P. and Director of Agencies 
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Social Security Report 
Cites Paradox 


(Continued from page 50) 


services required to be rendered or for the 
agent holding himself in readiness to per- 
form services, or for some other purpose. 
Each case will have to be decided separate- 
ly; (i) If the treasury changes its position 
and holds the commission agent to be an 
‘employee’ for OASI tax purposes, it might 
follow that he would be held an employee 
for withholding and other income tax pur- 
poses. This result in the loss of otherwise 
allowable deductions which such agent now 
claims as an independent contractor. Simi- 
lar consequences might arise under state 
income tax laws; (j) Involvment under 
certain labor laws, such as the National 
Labor Relations Act, might follow a deter- 
mination by the social security board. Hav- 
ing been declared an ‘employee’ for ‘pur- 
poses of this social legislation, it might 
then be held that the agent was an ‘em- 
ployee’ for the purposes of other laws; (k) 
Procuring OASI benefits might affect the 
agent’s rights under the pension plan of his 
company. Some plans now provide for re- 
duction of pension benefits to the extent of 
social security benefits and others might be 
tevised to provide for such reduction in the 
future. 


Conclusions and Recommendations 


“In the light of this presentation, and 
having in mind the marked desire of many 
of our members that nothing should impair 
their status as independent contractors, we 
find it impossible to advise whether a mem- 
ber should or should not file application to 


determine his status for OASI purposes. 
The fact that each determination by the 
social security board will be dependent 
upon the facts in the specific case precludes 
a recommendation. 

“We believe that each member, consider- 
ing the foregoing and all of the facts in his 
particular case, should decide for himself 
in what course lies his and his dependents 
best interests. Dependents of deceased 
agents should take counsel and determine 
for themselves whether to act before De- 
cember 31, 1946. 

“We therefore recommend that the best 
interests of this association and of our mem- 
bers will be served by: (1) Continuation 
by NALU of its efforts to procure legisla- 
tion amending the social security act to 
include all gainfully employed persons with- 
in the old age and survivors insurance pro- 
visions; and (2) Such dissemination of this 
report as will bring it to the attention of 
our members. 

“We recognize that fulfillment of our first 
recommendation may be weakened if a sub- 
stantial part of our members are included 
in covered employment by reason of indi- 
vidual action. This may also reduce the 
effectiveness of the position we may later 
determine to take with respect to extension 
of the social security laws to disability and 
other benefits.” 





Hodges, Westgate in Charge 


Ray Hodges, agency vice-president, 
and Grant Westgate, superintendent of 
agencies of Ohio National Life, are the 
home office officials in charge of the 
Ohio National dinner Wednesday 
evening. 








From The South 


ULF LIFE 


INSURANCE 


Sends You 





CORDIAL GREETINGS 


SEVERAL GULF LIFE OFFICERS AND EXECUTIVES 
ARE IN ATTENDANCE AND ARE PROFITING BY 
THE DISCUSSIONS, ENJOYING THE FELLOWSHIPS. 


GULF LIFE INSURANCE COMPANY 
JACKSONVILLE, FLORIDA 


COMPANY 

















Legislation Big Topic 
for State Officers 


(Continued from page 45) 
up-state associations and the plan for 
defraying delegates’ expenses, which has 
resulted in a 100% attendance from all 
associations in the state. He emphasized 
that it is strictly a business meeting. 

Frank H. Wenner, past president of 
the New York association, told of the 
state history which it has put out. The 
first effort along that line was made in 
1930, and later a speech made by Clancy 
Connell, giving considerable state his- 
tory, was used to some extent for the 
same purpose, but a point has now been 
reached where an entirely new history 
had to be prepared. It includes consid- 
erable information about the state and 
local associations at the present time, and 
the constitution of the state association. 

Mr. Wenner said that it is of especial 
value in furnishing background material 
for the newer state delegates and also is 
a valuable sales document in selling the 
state association. 

Chairman Broaddus mentioned that a 
history of the Illinois association is now 
being compiled by C. F. Axelson, North- 
western Mutual Life, Chicago, one of its 
veteran members and long a leader in 
both state and local association activities 
in that state. 


State Leaders Clubs 


Donald Barnes, reporting on leaders 
clubs, listed 18 states in which there are 
special production organizations spon- 
sored by state associations. In two of 
them, New Jersey and Texas, there are 
separate organizations for industrial men. 
The list, with the name and address of 
the chairman of each, is as follows: 

Alabama—Leaders’ Round Table of 
Alabama. 

Colorado—Quarter Million Dollar Club 
of Colorado, A. L. Larson, 816 University 
building, Denver. 

Connecticut—Life Underwriters’ Lead- 
ers Round Table of Connecticut, Glenn S. 
Allison, 211 State Street, Bridgeport 3, 
Conn. 

Georgia—Leaders Round Table of 
Georgia, Charles L. Thomas, 1001 Grant 
building, Atlanta. 

Illinois—Illinois Round Table, Ken- 
neth L. Keil, 909 Myers building, Spring- 
field, Ill. 

Indiana—Indiana Leaders Club, How- 
ard H. Meid, Equitable Life, Fort Wayne, 
Ind. 

Iowa—lIowa Quarter Million Club, 
Henry Meese, Travelers, Davenport, Ia. 

Kansas—Kansas Leaders Round Table, 
Corlett J. Cotton, 108 West 7th Street, 
Hutchinson, Kan. 

Kentucky—Kentucky Leaders Round 
Table. 

Michigan—Life Leaders of Michigan, 
Henry J. McLaurin, 1032 Buhl building, 
Detroit 26, Mich. 

Missouri — Missouri 
Table. 

Montana — Montana Quarter-Million 
Dollar Round Table. 

Nebraska—Round Table of Nebraska 
State Association, Frank McDevitt, 545 
Omaha National Bank building, Omaha. 

New Jersey—Quarter Million Club, 
David A. Brumfield, 744 Broad Street, 
Newark 2, N. J. Industrial Leaders Round 
Table of New Jersey, Fred Hagney, 18 
en Orange Avenue, South Orange, 
wey. 

Pennsylvania—Quarter Million Dollar 
Club, Lindsley M. Washburn, 30 East 
3road Street, Nanticoke, Pa. 

Texas—Texas Leaders Round Table, 
J. Perry Moore, Great Southern Life, 
Houston, Tex. Industrial Leaders Round 
Table of Texas, E. P. Dwyer, 1304 Elec- 
tric building, Forth Worth 2, Tex. 

Washington — Washington Quarter 
fillion Dollar Round Table, John H. 
Carson, 1125 Dexter Horton building, 
Seattle, Wash. 

Wisconsin—Wisconsin Quarter Mil- 
lion Dollar Round Table, Stephen L. 


Leaders Round 


—————__| 


Klarer, 721 East Mason street, Mitlway, 
kee 2, Wisc. 


State Association Dues 


Mr. Barnes also presented some sta 
tistics on state association dues, shoy. 
ing that the average amount per Membe 
is only 95 cents. That is an improvement 
however, from the situation three year, 
ago, when it was 65 cents. The maximyy, 
allowed under the National ASSOCiation 
by-laws is $2 and only four states now a, 
collecting that amount, but Mr, Barnes 
expressed the hope that three years hen, 
the average for all states will reach or }, 
close to the maximum. 


There is one state where the state dues 
are now 10 cents, two where they are % 
cents, nine 50 cents, 19 $1, one $1.25, on 
$1.50 and four $2. The amounts paid by 
each local association member to the state 
association in 36 of the 41 state associa. 
tions are as follows: 





Sustaining Membership Plan 


Mr. Wood told of the sustaining mem- 
bership plan adopted in California, which 
has now been in effect in some form for 
10 years. Under the present setup the 
sustaining member makes a voluntary 
contribution of $10 per year to the state 
association, and there are now 260 of 
them. All of the general agents and man- 
agers in San Francisco have automatic. 
ally become sustaining members of the 
state association through an increase in 
the dues of the managers association 
which is used for that purpose, and it is 
hoped to extend this idea to cover all of 
the general agents and managers in the 
states. 

In describing other means of raising 
additional revenue for the state associa- 
tion, L. V. Drury of Pittsburgh told of 
the Pennsylvania Year Book and R. L. 
Walker, president of the Florida associa- 
tion, of the program folder issued in that 
state, in both of which advertising pro- 
vided a considerable profit. Mr. Broaddus 
said the Illinois association expects the 
publication of its roster, on an advertising 
basis, to be quite a profitable venture. 

Mr. Rutherford introduced all of the 
state association executive secretaries who 
were present and some of those holding 
similar posts with local associations and 
lauded the work they have done in build- 
ing up their organizations. Ernest A. 
Crane of Indianapolis introduced Evans 
Woollen of his city, vice president of the 
trust council of the American Bankers 
Association, who is an interested attend- 
ant at the N. A. L. U. convention sessions. 


Connell Concludes Session 


President Clancy D. Connell concluded 
the program with a brief talk in which he 
stressed the fact that the state associa- 
tions have made good use of that priceless 
American heritage, state pride, which he 
said had run through all the talks of the 
evening. He praised most highly the state 
conference idea, first introduced by form- 
er President Herbert A. Hedges and 
developed by Mr. Rutherford. He said 
he had attended 11 of them the past year 
and regarded it as a most valuable and 
invigorating experience. 

Taking up the proposed agents’ quali- 
fication law, he said he is strongly for it 
and complimented Mr. Schmuck for be- 
ing able to get so much done so fast along 
that line. He cautioned, however, against 
depending too much on legislatures and 
insurance departments. He said he would 
put them third in importance in obtaining 
the desired results. He ranks the com- 
panies first and the general agents an 
managers second. 
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wide Scope of 
Prospects and Contracts 


Nonparticipating Insurance Juvenile Insurance 

Participating Insurance Special Low Cost Plans 

Group Life Income-for-Family Plans 

Group Accident & Health Retirement Plans 

Group Hospitalization Mortgage Redemption 

Group Annuities Complete Sub-Standard Service 
Employee Insurance Wide Age Range 


MORE THAN 
TWO BILLION DOLLARS 
INSURANCE IN FORCE 





The Lincoln National 


Ft. Wayne 





